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: TAKE 
TULOMA 

AND 
GROW! 





TULOMA SERVICE 
THE BEST GROWING PILL GOING to help 
LP-Gas dealers expand their own operations 


to cash in on all their potential 
From jumboized transportation to enlarged 


JUMBOIZED . Storage to increased production, Tuloma’s rapid 
expansion is designed to save your time, cut 
red tape ... help you grow! 

Take Tuloma today ... and GROW! 


TULOMA GAS PRODUCTS COMPANY 


EXPANDED 





Hackney T-1 transports pay off in 


MORE PAY LOAD PER TRANSPORT... 
MORE MILES PER DOLLAR 





@ Improved stress-relieving methods preserve strength 
of T-1 steel. 


®@ Superior welding techniques provide safer, smoother, 
stronger welds...minimize stress concentration. 


@ X-ray and Magnaflux inspections assure sound, long- 
lasting welds. 


@ Safe, vapor-proof lights, wiring and junction boxes. 

@ All exposed valving protected against collision. 

@ Protected internal-relief valves. 

@ Rear-end suspension assembly of highest quality, 
nationally known components. 


Put these Hackney quality advantages to work for you. 
They will pay off in more pay load per transport, more 
miles of service per dollar. Your nearest Hackney rep- 
resentative will be glad to furnish complete specifi- 
cations. 
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HOW ROCKWELL VAPOR METERS BUILD PROFITS 





| | They increase efficiency 
| by stopping waste and loss 


wwe 





Are operating inefficiencies nibbling away at 
your profits? Take truck routing for example. 
With vapor meters guarding your services you 
can schedule deliveries on a regular, planned 
basis. Fills are made at your convenience. 
Trucking costs are reduced since expensive call- 
backs and emergency deliveries are eliminated. 

With vapor meters you can have an efficient 
system of inventory control and save money 
by uncovering gas losses. Also metering will 
streamline your bookkeeping procedures by 
putting billings on a systematic pay-as-you- 
use basis. For complete details write or use the 
coupon. Rockwell Manufacturing Company, 
Dept. 78-B, Pittsburgh 8, Pennsylvania. In 
Canada: Rockwell Manufacturing Company 
of Canada, Ltd., Box 420, Guelph, Ontario. 


MODERN VAPOR METERS 
FOR A MODERN FUEL 
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Rockwell cast aluminum LPG meters measure as good 
as they look .. . tell your customers that the accu- 
racy of your measurement matches the quality of your 
service. It is to your benefit that these meters will 
measure accurately the low pilot flows (100 Btu's 
mini-pilot) found in modern appliances. The maxi- 
mum capacity of 240,000 Btu’s is ample for today’s 
and tomorrow’s loads. 


ROCKWELL MANUFACTURING COMPANY 
Dept. 78-8, Pittsburgh 6, Pa. 


Please send me your bulletin "Go Modern—Go Metering” 
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POWELL = =PERFORMANCE! 


115th year of manufacturing industrial valves for the free world 


POWELL VALVES 
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Fledgling LPG utility serves booming Tahoe area 


Propane's future is bright in this fast-growing resort. 


LPG industry image begins to emerge in 1961 BPN Census 
It's all done with punch cards. Gilbert Bowman 


East Ohio Gas’ co-op plan spurs dealers’ selling efforts 


Here's a Gas Unity plan with real promise. 


The proper method of unloading LPG tank cars 


Time to check up on your own procedures. 


New source for Hawaii's LPG: Asian oil 
It's now traveling 6000 miles to market, 


Stop practicing for an accident 


In driving, the eyes have it! 


Gas infra-red heaters help keep defense planes at the ready line... 
They sent Reddy Kilowatt back to the showers. J. Arthur Thompson 


How Richmond Company keeps its customers happy 
Twenty-one easy steps to good public relations. 


You've got to overcome three language barriers to sell “Awpani” 


in Taos! 
But this dealer has done it, with great success. 





What should we do about the electric heat threat? 





How LPG fights air pollution 


There's ample evidence that it is effective. 
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INDEPENDENT 


“WALKS” WHEELS OVER — 
vom TRUCK-BUSTING BUMPS! 











“WALKING WHEELS” KEEP CHEVY IN COST-SAVING SHAPE! 


CHEVROLET |S __ 
PROTECTS YOUR PROFITS 
THESE THREE WAYS: 


i Rides down high maintenance costs. When a bump looms up, Chevy’s independently suspended front 
wheels “walk” right over it. Most road shocks and jolts never reach the chassis, cab or body. The truck 
rides smoothly, takes less of a beating, stays in cost-saving shape longer. Your income doesn’t dribble away 
in big repair bills. And you don’t lose money through excessive downtime, either. 





2 Rides cargoes over rough spots with less damage ... minimum loss. Thanks to those same “walking 
wheels,” loads don’t do much bouncing in the body of a ’61 Chevy truck. That means you don’t have to 
contend with undue cargo damage that eats away at your earnings. (Chevy’s load-tailored rear suspension 
helps protect cargoes, too.) This sure protection for fragile loads—and profits—is standard in 1961 
Chevrolet trucks of every weight class. 





3 Rides drivers through with less fatigue—for tighter schedules. Wait till you see how Chevy front wheel 
action works to eliminate tiring shimmy and steering-wheel fight. It means that the man at the controls 
can stay there longer with less fatigue—stay on schedule and do a bigger day’s work. (Another reason 
you can look for faster schedules is that Chevy’s bump-beating wheel action allows faster safe speeds on 
rough roads.) 





That gives you an idea of how Chevy Independent Front Suspension works to move you ahead in the 
money-making department. And it’s available in 165 Chevrolet models for 61, from new Corvair 95’s to 
36,000-Ib. GVW tandems. Check it out with a demonstration ride at your Chevrolet dealer’s, sometime 
soon. .. . Chevrolet Division of General Motors, Detroit 2, Michigan. 


INDEPENDENT FRONT SUSPENSION I-BEAM AXLE DESIGN 


in Chevy, each front wheel. suspended independ- 
ently, is free to step cleanly over bumps (see 
left). Each works smoothly to reduce objectionable 
jolts so characteristic with l-beam axle design 
(right). Working with load-tailored rear suspen- 
sions in every weight class, |.F.S. provides the 
basis for profit-protecting performance that’s 
unmatched by I-beam axle trucks. 


1961 CHEVROLET STURDI-BILT TRUCKS AZZgeram 
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Out of the fog 


JUST THE OTHER DAY, BPN got 
a new reading on its “fog index.” 
Things, we’re happy to relate, are 
looking up. 

Fog index? people ask. What in 
the world is that, and who cares? 

It may come as a surprise to 
many, but editing has its scientific, 
or mathematical side, just as engi- 
neering does. And what the pres- 
sure gauge and thermometer do 
for the operating engineer, the fog 
index does for us. 

In a word, it’s a measure of the 
readability of writing. The lower 
the fog index (up to a point), the 
more readily understandable is the 
reading matter. And, obviously, 
the more readily understandable 
something is, the more value it has. 

Amateurs and beginning writers 
like to write in fancy phrases and 
weave high-sounding phraseology 
through their work. The results 
may be impressive but they’re sel- 
dom expressive. If you’re going to 
try to communicate an idea, you 
should present it as simply and di- 


Piggybacking, Russian style? Could be. 
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BEHIND THE SCENES 


rectly as possible. 

It isn’t always easy to do this 
and still write interestingly. Gram- 
mar-school children can win all 
sorts of fog index prizes, but their 
writing is not necessarily interest- 
ing. It’s too terse, too choppy, 
lacks flow and polish. But at least 
it’s understandable to everyone. 

The problem is to write interest- 
ingly and understandably. The top 
consumer magazines — “Readers 
Digest,” “Time,” and “Harpers,” 
and the rcst—achieve this, and 
their fog indexes prove it. Even 
classic novels have low (meaning 
good) fog indexes. The popularity 
of these works proves that even 
high-domed intellectuals prefer 
reading what is simple and can be 
digested quickly. 

People in all walks of life can 
benefit by using the fog index on 
their own prose. Everyone writes 
letters, issues written directives, 
sends memos, makes reports. And 
everyone should bear in mind at 
all times that these are written to 
express, not impress. 

It might be fun to test your 


Or perhaps they deliver new trucks 


by rail in the Soviet. The man who took the photo, a member of an Associa- 
tion of American Railroads delegation which visited the Soviet Union last 
summer, doesn’t say. In any case, it’s a photo of LPG equipment as it looks 
behind the Iron Curtain, and that fact alone should make it newsworthy. 
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KEEP UP TO 20% MORE 
PROFIT WHEN YOU SELL THE 
COMPLETE LINE OF EMPIRE 


GAS HEATING 
APPLIANCES 


Advanced engineering, quality con- 
struction, competitive pricing, all mean 
more sales opportunities for you. 


Empire cuts installation cost up to 
15%, service costs up to 70% less. 


You keep up to 20% more profit. It 
will pay you to write today for the com- 
plete Empire selling plan. 


FRO O OBO OBODSSSSSBBOSSOOOOG 
MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY © BELLEVILLE, ILL. 
Send information on Complete Empire Sales Pilon. 


NAME 

DEALER NAME 
DEALER'S ADDRESS 
ciTY 

ZONE STATE 


PACESETTERS IN QUALITY, COMFORT 
AND ECONOMY 
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Time-tested equipment. . . 
plus progressive engineering . . . to meet 
your heat-treating requirements 


Progressive things are happening at Hones to bring to- 
gether the experience of years in industrial heating 
equipment and the forward-looking concepts of modern 
engineering skills. The time-tested ‘‘Buzzer’’ line needs 
no blowers, power or other auxiliary equipment to effect 
combustion; simply connects to the available gas supply. 


CHARLES A. 


Files Up 
To Date? 
INC. 


133 S. Grand Ave., Baldwin, L.I., N.Y. er 
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own work. If you'd like to try, 
here’s the formula: Take a sample 
of at least 100 words. Determine 
the average number of words 
per sentence. Treat independent 
clauses (generally, those set off by 
semi-colons) as separate sentences. 

Next, count the number of poly- 
syllables (words of three syllables 
or more) per 100 words. Omit 
from this count capitalized words, 
combinations of short, easy words 
like “manpower,” and verbs made 
into three syllables by the addition 
of “-es” or “-ed.” 

Then, add the average number 
of words per sentence to the poly- 
syllable count and multiply the sum 
by 0.4. Round off the result to 
the lowest whole number. 

How’d you make out? A score 
of 17 is far too high, 14 is fair, 12 
is good, 10 terrific. If you’re up 
at 14 or over, you’d better go to 
work on your prose. After all, 
what this old world needs most 
right now is understanding, and 
de-fogging is the first step in mak- 
ing yourself understood. 
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Excerpts bring request 
Toledo, Ohio 

I have been given excerpts from 
articles captioned “Financing An 
LPG Business,” appearing in the 
February, March, and April 1960 
issues of BUTANE-PROPANE News. 

I would like to have six copies of 
reprints of these articles but if 
these are not obtainable, I wonder 
if you might be willing to forward 
six copies of the magazines. 

R. C. WARD 
REGIONAL CREDIT MANAGER 
Sun Oil Co. 


Bookkeeping article 


Florence, Ky. 
In your August 1960 issue of 
BUTANE-PROPANE News, the article 
by E. R. Bollinger Jr., “What is 
the average dealer’s financial 
picture?” is a very interesting one. 
I would like three copies for- 
warded to this office if at all 
possible for distribution to my 
LPG accounts. 
RAY COOK 
Bookkeeping—Tax Service 
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PIPELINE VALVES? GET GROVE 


FEBRUARY, 196) 


Whatever the service, there’s a proven Seal-"O”’-Ring® Grove 
valve ready for duty. G-3, G-4, and new G-5 series Grove gate 
valves are available in sizes and working pressures to suit your 
needs. And Grove valves never need lubrication! For complete 
details on any Grove pipeline valve, write for Catalog 541. 


GROVE PIPELINE VALVES 
GROVE VALVE AND REGULATOR COMPANY 


A Subsidiary of Watworth 


6529 HOLLIS STREET + CAKLAND G&G, CALIFORNIA 
Offices in principal cities throughout the United States 





| Why LP dealers 
NET more with 
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wall heaters 


It stands to reason: the more satisfied customers you 
have, the more sales you'll make at full mark-up. Net 
profits add up in a hurry that way—and that’s the big 
reason why Suburban Counter-Flo wall heaters are the 
best bank-account builders for LP dealers — customer 
satisfaction. 

Satisfied customers give you a good reputation—a 
selling point that’s hard to lick. And Suburban Counter- 
Flo forced air wall heaters means satisfied customers 
every time—for a lot of reasons: 

It’s forced-air heating—and that kind of heating 
gives your customer the best heating comfort any wall 
heater can provide. 


It’s the best forced-air heating—Suburan Counter- 
Flo Heaters have superior engineering, are scientifically 
designed to draw cold air through the top and force 
warm air out at the floor level. 

It’s the best looking heater on the market—looks 
good in any room. It’s a trouble-free performer—auto- 
matically controlled. And it’s a guaranteed performer— 
every Suburban Counter-Flo Wall Heater is guaranteed 
for 20 years. 

Install the heater that will do the most for you, by 
giving the most satisfaction to your customer. Mail the 
coupon today—and get the whole Suburban story. 


FREE DISPLAY—SALES KITS! Suburban supplies you with displays, 
literature, sales helps. Mail the Coupon now! 








CHOOSE FROM A FULL LINE 
Suburban wall heaters available in 18,000 to 
50,000 BTU models — gravity and forced air. 
Also available — Suburban gas-fired, fully auto- 
matic floor furnaces at the right price! 


suouroon 


Built-In Wall Heaters - Floor Furnaces - Ranges 


Forced Air Models 


Samuel Stamping & Enameling Co., 
Dept. BPN - Chattanooga, Tennessee 


Piease send me, without obligation, all the facts on 


Suburban wall heaters... floor furnaces. 


Name 


Address_.._ 








REWIND MOTORS CAN BE MOUNTED IN SIX 
DIFFERENT POSITIONS ON HANNAY REELS 
OR MOUNTED SEPARATELY IN THE CABINET 


Hannay chain drive reel design lets you put 
the rewind power where you want it for 
most efficient arrangement of equipment 
cabinet space. Positive chain drive is always 
perfectly aligned whether drive motor is 
mounted on the frame or in any remote 
position on the circumference of the reel. 
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EACH OF THESE REELS WILL HOLD THE 
SAME AMOUNT OF A GIVEN SIZE HOSE 


You can select from the many standard 
Hannay reel models to find the exact combi- 
nation of hose capacity and over-all dimen- 
sion you need for your equipment. When 
very close tolerances are necessary, dimen- 
sional adjustments can usually be made 
without sacrificing capacity and with little 
or no increase in cost. 


MANY DEALERS USE SEPARATE REELS 
FOR PRODUCT AND VAPOR HOSE LINES 


The use of separate reels to handle product 
and vapor return lines is especially practical 
when extreme hose length makes dual hose 
handling difficult, or when the vapor line is 
not used for every delivery. For vapor hose 
lengths of 100 feet or less, reels with spring 
rewind motors prove efficient and eco- 
nomical. Longer hose requires the power 
provided by explosion-proof electric or 
hydraulic rewind motors. 








Ask your Truck Builder or LP-Gas Equip- 
ment Dealer for the pocket-size guide to 
“Efficient Hose Handling for LP-Gas De- 
livery,” or send your request directly to 
Hannay. 


CLIFFORD B. HANNAY & SON, INC. 
WESTERLO, NEW YORK 








Fe 6866688 SS SESE SES SSSS SSS SSSA OS 


OPERATING AN 
L.P. GAS Business 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


Problems of Management 

Bulk Plant Design and Operation 
Fuel Transfer with Pumps & Compressors 
Servicing Domestic Appliances 
Consumer Bulk Systems 

Selling 

Commercial Applications 
Industrial Applications 

Farm Applications 

Poultry Brooding and Incubating 

- Power 

- Town Plants 
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Available separately or as a set 


powenena---== ORDER FORM ------------- 


BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 


Please send me, postpaid, the booklets ordered below. 


1 enclose $ in full payment. 
(In California add 4% sales taz.) 


[] Complete set of 12 


INDIVIDUAL BOOKLETS 
[] No. 1—$1.00 C No. 
[] No. 2—$1.00 C] No. 
[] No. 3—$1.00 C] No. 
C) No. 4—$1.00 CL] No. 
C1) No. 5—$1.00 C) No. 
[] No. 6—$1.00 


Company 
Name .. 


Address 
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The gas heating industry and your customer 
look to TEMCO for the truly great develop- 
ments in better heating. Such “‘firsts’”’ as 
Ceramiclad® Heat Exe hange rs, Out Front 
Controls and Glass Front Units have proved 
this. They are the “pluses” in consumer 
benefits that mean more and easier sales for 
you. 

And now comes the new TEMCO Gas Wall 


This is new! This is TEMCO! 


tugging inc. 
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The New Temee Controlled Radiation Wall Furnace av wetl as other owt 
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tanding Temee products 
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will be om dunplay at the South Fast LPGA Show ot Atlanta Vas 
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: - Here is the first 

om wall furnace with ..# 
. CONTROLLED RADIATION 
: This revolutionary TEMCO development 


# 


will set a trend in gas 


wall furnace design 





Counter-Flow Action Fan 
put» heat on the floor 
(Optional equipment) 








Furnace, the first ever with Controlled Radia- 
tion. Along with a modern, rounded, per- 
forated cabinet that permits radiation to the 
sides as well as in front, this handsome wall 
furnace has TEMCO’s exclusive adjustable 
shield for regulation of minimum, medium 
or maximum amount of heat radiation. Avail- 
able in 35,000 BTU single wall and 60,000 
BTU dual wall models. 


If you don’t know your nearest TEMCO distributor, mail 
this coupon at once for his name. 
je 2 eee eeee ee e2eeee429 
TEMCO, Inc., Dept. BP, Nashville 9, Tenn. 
Please send me the name of my nearest TEMCO dis- 
tributor and information about the new TEMCO Gas 
' Wall Furnace with Controlled Radiation. 
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TO MAKE PLANS FOR 
WARM WEATHER BUSINESS 


Avail yourself of Warren's 
many facilities designed to help 
you obtain and hold more 


= summer business. 


\ 


Oun 





INO VWE 























of AS 











le i 





LPGA's “average value" 


table is handy reference 
Indiana 


We have received the following 
letter from one of our patrons, and 
we wondered if you could advise 
us how to answer it correctly: 

“Please describe butane and pro- 
pane gas, pressure and pounds 
per gallon of propane gas in a 
domestic container, cubic feet per 
pound of gas at atmospheric pres- 
sure, Btu in a pound of gas in a 
domestic container, Btu in a kilo- 
watt of electricity at 110 and 220 
vts, and Btu in a cubic foot of city 


gas.” 
M. J. W. 


Butane and propane (collectively 
known as liquefied petroleum gases or 
L. P. gas) are hydrocarbon gases. 
Their chemical symbols are C,H» for 
butane and C,H, for propane. At nor- 
mal atmospheric pressure and temper- 
ature they are in the gaseous state 
but by subjecting them to moderate 
pressure, they can be converted to the 
liquid phase at normal atmospheric 
temperatures. They are then trans- 
ferred and stored in this highly con- 
densed form where 1 cu ft (7.48 gal) 
of the liquid has a heating value 
equivalent to about 700 cu ft of na- 
tural gas. It is converted back to the 
vapor phase as it is used. 

It is used like natural or city gas in 
cooking, heating, and other commer- 
cial and industrial heating jobs. The 
appliances for each fuel are the same, 
although minor modifications are nec- 
essary in the burners to change from 
one fuel to the other. 

The pressure in a container varies 
with the temperature. Under normal 
conditions, the pressure in the per- 
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Headquarters for L. P. gas 
Information Since 1931 
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square-inch gauge in a container will 
be about as follows for normal butane 
and propane at the temperatures 
listed : 


N-butane Propane 

32° F | 54 

60° F 12 92 

100° F 38 172 

Normal] butane will produce about 
6.54 cu ft of vapor per pound and 
propane will produce about 8.62 cu ft 
of vapor per pound. The quantities of 
vapor given are based on measure- 
ment of the gas at 60°F and atmos- 
pheric pressure at sea level. 

The above data is based on the pure 
products; commercial butane and pro- 
pane may contain small quantities of 
the neighboring hydrocarbon members 
of their family series. The Liquefied 
Petroleum Gas Assn. recently made a 
survey of commercial products and 
established the following table of 
average values for certain properties 
of butane and propane: 


Butane Propane 


Btu per cu ft vapor 3280 2516 
Btu per Ib 21221 3921591 

Btu per gal liquid 102032 91547 

Cu ft gas per Ib 6.506 8.58 
Cu ft gas per gal liquid 31.26 36.39 
Lbs per gallon 481 4.24 

A kilowatt is equivalent to 3412 Btu 
whether 110 or 220 vt. 

The Btu in a cubic foot of city or 
manufactured gas will vary, depend- 
ing on how it is produced and the raw 
material used to produce it. City gas 
produced from either coal or oil may 
range from as low as 325 Btu per 
cu ft to 600 or 700 Btu per cu ft. 
However, for any one city, the heat- 
ing value of the gas will be quite 
uniform. If the city gas is supposed to 
have a heating value of 500 Btu per 
cu ft, this value will be maintained 


information Desk 


Brief refresher on thermal value of 
fuels ... Can you deodorize LPG? ... 
Where to get orifice charts . . 
to check for combustible mixtures. 


. How 


within fairly close limits, The city 
utility supplying the gas should be 
contacted in order to learn the speci- 
fications of the gas they are supply- 
ing. 

Natural gas, which has replaced 
most of the manufactured gas in the 
cities throughout this country may 
also vary in its heating value from as 
low as 800 or 900 Btu per cu ft to 
1100 or 1150 Btu per cu ft. Here, 
again, the heating value of the gas 
distributed in any one city or area is 
fairly constant. 

The elevation above sea level may 
change the base for measurement of 
the gas and thereby the heating value 
per measured cubic foot.—Ed. 


LPG that is unodorized 
must be so marked 
Japan 

Our company distributes L.P. 
gas in Japan. We are a subscriber 
of your magazine and read it with 
much interest. 

One of our customers wants to 
buy deodorized butane for aerosol, 
so we think you will be able to 
help us solve this problem. Do you 
know if there is any information 
available on this question? If an 
American company is engaged in 
the process of deodorization or sells 
necessary apparatus, would you 
please introduce us to this company ? 

L. de P. 


We do not know of any published 
information regarding the use of bu- 
tane as the pressuring fluid in aerosol 
type dispensers. It is used extensively 
in the country as the propellant in 
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these dispensers. It is not odorized for 
this purpose. 

L. P. gases are odorless when prop- 
erly refined and processed, and in most 
cases the odorant is added before ship- 
ping from the refineries. When the 
L. P. gas is to be used for special ser- 
vices where the odorant is objection- 
able in the end use, no odorant is 
added before shipping. 

Shipping unodorized propane or bu- 
tane is accomplished under special 
permit in properly marked transport 
containers.—Ed. 


Where you can obtain 
orifice charts 


Illinois 
We are a subscriber to BPN and 
would like information on various 
orifice charts and orifice capacities 
for natural gas as well as L. P. gas. 
Please send us whatever pocket- 
size booklets and pamphlets you 
might have on orifice sizes for 
natural gas and L. P. gas with 
rates, etc., for space heaters, water 
heaters, ranges, dryers, etc. 
If you do not have charts avail- 
able, we would appreciate your 





~100% 


make this speed possible. 


Cedar Falls, lowa, U.S.A. 


ay 





VIKING’S NEW KK260U LP-GAS TRUCK PUMP 


Now you can step up your delivery of LP-Gas as much as 100%. 
This new pump can be operated up to 700 RPM and at a maximum 
differential pressure of 125 psi. With 24-inch ports and the pump 
connected to sufficiently large inlet lines and fittings, this full rated 
capacity is assured. New Viking needle bearings in pump brackets 


Of course, Viking’s many other cost-cutting features are included, 
too—our exclusive automatic pressure lubrication system for the 
idler bearing, leak-proof O-ring gaskets and Roto-Ring mechanical 
seals, return-to-tank valves and others. 


( For full information, write for bulletin SP-527B8 


VIKING PUMP COMPANY 


See Our File in Butane-Propane Catalog 


In Canada, it's ‘‘ROTO-KING’’ Pumps 














advising us on where to obtain 
literature on orifice charts so that 
our servicemen might carry some 
while on duty. 

E. P. C. 


Both the Handbook Butane-Propane 
Gases and the Bottled Gas Manual, 
published by BUTANE-PROPANE News, 
contain tables of orifice capacities for 
propane, butane and mixed gases. 
The American Gas Association, 420 
Lexington Ave., New York, publishes 
a book entitled Gaseous Fuels which 
contains orifice capacity tables for 
natural gas. The two handbooks are 
full size books, but the Bottled Gas 
Manual is 5 x 8 in. (approx.). 

The AGA also publishes service 
handbooks covering all approved 
makes of water heaters, ranges and 
clothes dryers. 

Some of the following companies 
did have small books or charts con- 
taining orifice capacity tables: Ander- 
son & Forrester, 3563 Larimer St., 
Denver, Colo.; Eclipse Fuel Engineer- 
ing Co., 1100 Buchanan St., Rockford, 
Ill.; Fisher Governor Co., Marshall- 
town, Iowa; Gas-Kit Co., Inc., 64 
Parker Terrace, Glastonbury, Conn.; 
Harper-Wyman Co., 8550 Vincennes 
Ave., Chicago, Ill.; and The Bastian- 
Blessing Cc., 4201 W. Peterson Ave., 
Chicago, Ill.—Ed. 
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Portable instrument 
measures mixtures 


Idaho 
Is there an instrument that you 
can put in a container or take into 
a room or building that will 
register if the L.P. gas mixture 
is at an explosive point? 
If so, where can it be purchased 
and for how much? 
DR. 


Yes, there are some portable in- 
struments known as combustible gas 
analyzers which can be used to check 
for combustible atmospheres in the 
open,. in- buildings, or in rooms, and 
in containers. 

Among others, the following com- 
panies make such instruments and 
will send you complete descriptive 
literature and prices covering their 
products for this service: Mine Safety 
Appliance Co., 201 N. Braddock Ave., 
Pittsburgh; Davis Emergency Equip- 
ment Co. Inc., 45 Holleck St., New- 
ark, N. J.; and Johnson -Williams 
Co., Palo Alto, Cal.—Ed. 
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Build Loads! 
Cut Operating Costs 


American® LP-Gas Metered Service 


End Costly Cross-Hauling 
and Out-of-Fuel Calls! 


Get Greater Storage on 
Customer Premises! 


» Customers Like Utility- 


Type Service! \S 


Ask your American representative 
about the many ways American 
LP-Gas metered service can help 
build loads and cut your operating 
costs. He can also tell you about 
the models of Aluminumcase 

and Welded Steelcase meters and 
their advantages for all LP-Gas 
applications, 
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WC-45-LPG WELDED STEELCASE. Light 
weight, sturdy, economical—ideal for aver- 
age domestic services without central heat- 
ing. Incorporates removable soldered top, 
internal, counter-type index, Nylon valve 
guides and bellows-type, mol Duramic 
diaphragms for LP service . .. lifetime 
corrosion protective finish. Rated capacity 
45 cfh propane at 4-inch w.c. Seon 
— 5 psi working pressure — nch F.P.T. 
connections — shipping wt. 8 8 ib. 


AL-110-LPG ALUMINUMCASE. Say ned 
for medium-sized homes with s t- 
ing and for small commercial eae Com- 
pact, light weight, die-cast aluminum alloy 
construction provides high De ny to 
impact damage... shipping and 
handling costs. Rated ca — ~ = 
propane at 14-inch w.c. diffe 

wor ng peas re. Available with %, Vor 
¥,-ine P.T connections — shipping 
weight 17 lb. 














AMERICAN 


METER COMPANY 


IMCORFORATED Cet aeersaee tater 


GENERAL SALES OFFICE; i, Coasts 16, Penna. + ee 
Alhambra * Atlanta « * Birmingham ° 
pel yy A TB 
Los Angeles * Minneapolis * New York « Omaha « Pitts- 
burgh +« San Francisco * Seattle + Tulsa « Wynnewood 
IN CANADA: Canadian Meter Ci any, Ltd., Milton, 
Ontaric + Calgary « Edmonton « real + Regina 
Vancouver 











Deluxe Ranges Built 
to Gold Ster Stand- 


we Lin, 
° » 


HARDWICK 
AUTOMATIC 


GAS RANGES 


. with the fabulous new ceramic burner that cooks 
twice as fast with half the gas. ee 
new and exciting concept of 


... most versatile, profitable 
line in the industry 


From the top-of-the-line MicroRay to Ameri- 
ca’s most popular priced models, Hardwick 
presents its 1961 line — designed and priced to 
sell 8 out of 10 of your prospective customers. 


...and no matter what you pay you can’t 
buy better cooking performance! 


ADVERTISED IN wmcCalt’s, Ladies Home Journal, Better 
Homes & Gardens, House Beautiful, American Home, Living for 
Young Homemakers, Family Circle, Woman's Day and Parents. 


HARDWICK STOVE COMPANY 
CLEVELAND, TENNESSEE 





Space-Saving 30” Model—A 
brand new space-saving beauty 
that will add charm to any kitchen. 
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New Cherokee Integral Transport 
Unload 


5) SMES gig Fr Fa8, 


World's Largest Standard Spaced Tandem Axle Transport 


Exclusive Equipment: 


1. Light weight 4" Aluminum Blackmer Pump. 
2. 4" Flanged type bottom outlet. 


3. 4" Shand and Jurs internal safety valve, hydraulically 
operated. 


‘ -: line drive shaft with pillar bearings for ease of opera- 
tion. 


. Flanged openings and fittings to eliminate any possibility 
of leaks. 


. Safety hook-up to lock brakes as long as suction valve is 
open. 


- Automatic safety valve to lock tandems in case of air 
failure. 


. Both tandems and king pin adjustable. 
. 3" Spray fill for fast loading. 


- Best quality workmanship by a company specializing in 
fine L.P.G. equipment. Pump and Drive Shaft Mounting 


For More Information Check Items Below You Are Inter- 
ested In 


[] COLORED ENAMEL L.P.G 

[) STORAGE TANKS 6M TO 30M 

() TRUCK TANKS A202B 0) T-1 0 

C TRANSPORTS A202B() T-10 .. 
() Mere About The New 5 Year Financing Program 
[) Mere About The New Truck Leasing Program 

Company 

Your Name 

Address . 

City oe , 

10M Sytvan 8-60 


LPG EQUIPMENT IS OUR MAIN LINE—NOT A SIDELINE 


CHEROKEE STEEL, INC. 


. P.O. Drawer 1049 Phone LUther 2-6291 Tulsa, Oklahoma 


A202B—2000 W.G. Delivery Truck 61" Diameter. 
Weighs Less Than 20,000 ibs. Fully Loaded. 
Other Sizes in Stock For immedicte Delivery. 
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.»» we could prove to your satisfaction 
that you could make more money 

as an independent Skelgas LP-Gas dealer, 
... would you be interested? 


s 
-~ FILL OUT THIS COUPON AND MAIL TODAY = sem cee ee coe oe ee 


Mr. Don Barton 

Skelgas Marketing, Skelly Oil Company 
P. O. Box 436 

Kansas City 41, Missouri 





Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


[_] How to gain operating cash from accounts receivable. 
[_] How to double my income without additional capital investment. 


[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 


[_] How to make a $2,000 investment produce like $10,000. 


ee 


(a 





COMPANY 





CITY STATE 
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NEWS PARADE 


THE SALES SCENE 


110 million gas appliances! 

There are now 110 million gas appliances in use 
in American homes, AGA reports. The associa- 
tion made these figures known following a year- 
end analysis of the residential market. 

The total represents a gain of 3 million over 
a year ago. 

The 110 million units are divided among 40 
million customers, 31 million of whom are on 
utility lines, with 9 million beyond the mains. 

Heating equipment led the parade with nearly 
44 million, including 13 million central heating 
systems, 24 million space heaters, 7 million wall 
and floor furnaces. 

Ranges ranked next with 34 million, followed 
by water heaters, 25 million; clothes dryers and 
refrigerators, over 3 million; incinerators, 500,- 
000; gas lights, 300,000; air conditioning sys- 
tems, 32,000. 


Unified air conditioning display 

For the first time in history, the gas industry 
will have a “unified” exhibit at the 15th Interna- 
tional Heating and Air Conditioning Exposition in 
Chicago Feb. 13-16. 

Participants will include Arkla Air Condition- 
ing Corp., Caterpillar Tractor Co., Ready Power 
Co., and A. O. Smith Corp. 

At least 40 other manufacturers of gas heating 
and air conditioning equipment plan to exhibit in 
other areas of the exposition. 

A crowd of 25,000 is expected to attend the 
show, sponsored by American Society of Heating, 
tefrigeration, and Air Conditioning Engineers. 


Gas utility sales hit peak 


The LPG industry’s sometime-friend, sometime- 
competitor, the gas utility industry, set new rec- 
ords in 1960. Dollar sales rose 12 percent to a 
high of $5.7 billion. 

The 1400 gas transmission and distribution com- 
panies served a record number of customers— 
33.5 million—at year’s end. Among them, these 
customers used 93 billion therms (1 therm equals 
100,000 Btu) during the year, another record. 


Steady furnace business forecast 


Shipments of warm air furnaces in 1961 should 
approximate 1960 levels, predicts the Department 
of Commerce. If there should be some govern- 
mental stimulus during 1961, there may be an 
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The industry in action 


increased rate of single family starts during the 
latter half of the year, which would be reflected 
in increased shipments. 

Plans for replacement and modernization and 
rehabilitation of existing homes are also expected 
to increase. New markets seem to be developing 
for suspended, horizontal-type furnaces, the de- 
partment observes. 


Dryer, combo sales slip 


Manufacturers’ sales of home laundry appli- 
ances in November totaled 426,426 units, down 
12.3 per cent from the 486,325 units sold in No- 
vember 1959, according to American Home Laun- 
dry Manufacturers’ Association. Combination 
washer-dryers were down 22.3 per cent, gas dryers 
were down 8.3 per cent, and electric dryers were 
down 4.6 per cent. 


SUPPLIERS 


Socony buys Anchor Petroleum 


Socony Mobil Oil Co., Ine., has purchased the 
assets of Anchor Petroleum Co. of Tulsa, Okla., a 
major wholesaler of LPG. Mobil Oil Co., Socony’s 
operating division for the U. 8. and Canada, will 
operate the new firm. 

W. A. Baden of Tulsa, president of Anchor, will 
continue with Mobil Oil in a consulting capacity. 
As part of the transaction, Socony acquired the 
stock of Petrolane Gas Co., Inc., a subsidiary of 
Anchor, and a retailer of LPG in Louisiana, Mis- 
sissippi, Alabama, and Florida. 

The purchase of Anchor’s assets will strengthen 
Mobil Oil’s position in areas where the company 
has not been prominent in the sale of LPG. Their 
past sales have been chiefly in the northern and 
northeastern states. 


Cities Service Oil Co. changes name 


Cities Service Oil Co., with headquarters in 
Bartlesville, Okla., has changed its corporate 
name to Cities Service Petroleum Co. 

The consolidation of exploration, production 
and related activities follows the exemption of 
Cities Service from the Public Utility Holding 
Company Act, to which it had been subject since 
1941. 

Cities Service operates directly and through 15 
affiliated natural gasoline plants. It also has an 
interest in 12 others, as well as underground 
storage projects in strategic areas with a total 
capacity of approximately 1,500,000 bbl. 
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Nesbitt buys assets of Norman 


John J. Nesbitt, Inc., Philadelphia manufac- 
turer of heating, ventilating and air-conditioning 
equipment, will acquire the assets of the Norman 
Products Co., Columbus, Ohio. This company will 
continue under its same management as a division 
ot Nesbitt. The move will strengthen the competi- 
tive position of both companies in the gas-fired 
products field. All gas-fired products sold by both 
companies will be manufactured at the Norman 
Products Co. plant. 


Heating dealers head for Miami 

Janitrol Heating and Air Conditioning, a divi- 
sion of Midland-Ross Corp., will hold its third an- 
nual “Goodwill” get-together in Miami Beach, 
March 13-15. More than 1000 select dealers, whole- 
sale-distributors and sales representatives are 
expected. Janitrol will unveil new product lines 
designed for roof installation and discuss its fu- 
ture sales plans. 


Humble sets up regional divisions 


Humble Oil & Refining Co. has announced a 
long-range plan for organization of the consoli- 
dated company’s operations and for streamlining 
its management. Main feature of the plan is the 
establishment of four operating regions for ex- 
ploration, production and marketing with boun- 


A 15-minute color film, “Living Pleasure,” has 
been produced by the National L. P. Gas Council 
showing the many uses of LPG in residential, 
farm and commercial areas. Here the cast is on 
location at the modern farm where the action is 
centered. The film will be shown on 200 TV sta- 
tions, and by council members in their trade ter- 
ritories. 


daries drawn according to geographic lines. Each 
new region will be headed by a regional vice pres- 
ident assisted by a general manager. 

Divisions of the company such as Carter, Esso 
Standard, Humble and Oklahoma-Pate will cease 
to exist when the entire program is completed. 


Union Texas invades electronics 


Union Texas Natural Gas Corp. of Houston, a 
major supplier of LPG, will enter the field of ap- 
plied physics and advanced electronics through a 
newly formed company, Quantatron, Inc. of Santa 
Monica, Calif. In addition to product development 
and manufacturing, Quantatron will conduct re- 
search work in the interest of developing addi- 
tional products for industry and government use. 


Mylander joins Algas in sales-service 


Roy Mylander has joined the American Liquid 
Gas Corp.’s (Los Angeles) carburetion division 
as a sales and service representative. He will 
cover the nation in the principal role of trouble- 
shooter on a distributor level. 

For a number of years, Mylander was with the 
Ensign Carburetor Co. in Fullerton, Calif., as in- 
stallation engineer. 


MARKETS 


U. S.-Canada LPG demand investigated 

Arthur D. Little, Inc. of Cambridge, Mass. is 
undertaking an analysis of the growth in LPG 
demand in the U. S. and Canada under the influ- 
ence of changing transportation and distribution 
economics and new sources of supply. 

The analysis is designed to identify regions and 
end uses within the two countries, and to deter- 
mine the economics of expanding supply to sat- 
isfy this demand growth. 

The study is expected to be completed in Mid- 
1961. 


Duct furnace installation approved 


The American Gas Association has given its 
approval to downstream installation of Reznor 
Mfg. Co.’s DS series modular duct furnaces in 
year-round packaged air conditioning systems. 
AGA approval requires the use of corrosion-re- 
sistant materials in heat exchangers, carryover 
parts, and pilots, and provision for proper elimi- 
nation of condensate. 


BUTANE-PROPANE News 





KKK KKKKKKKEKK 


ANNOUNCING 
THE ALL-NEW 


HRESTONE 


TRANSPORT-100 


TRUCK TIR 


INCREASES MILEAGE 
00%... AND MORE! 


Proved in 100 million miles of fleet tests to bring you 50% more original-tread mileage 
and much greater drive-wheel traction than any other regular original equipment 
Firestone truck tire! The all-new, all-wheel position Transport-100 wears far longer — 
actually gives you faster starts and quicker stops when half-worn than other original 
equipment truck tires when new. And, it’s the first truck tire anywhere truly noise- 
treated for quieter running. Yet it costs no more! In Nylon or Tyrex” rayon cord, tube- 


less or tubed. See it at your Firestone Dealer or Store! 


NEW INNER. 
RIB BLADED 
TREAD increases 
traction, lateral 
stability. Positive 
steering on curves 
—wet or dry! 





NEW—uP To 
30% DEEPER 
GROOVES, 
buttressed for 
strength; longer- 
lasting tread on 
any wheel position. 


NEW EFFI- 
CIENT TREAD 
DESIGN: broad 
center rib equalizes 
load distribution, 
reduces slippage, 
increases mileage. 


NEW “sTONE 
GUARDS” built 
right into the 
tread keep it free 
of gravel and 
pebbles to increase 
truck tire life. 


WT.M. of Tyrex, inc 


Copyright 1961, The Firestone Tre & Rubber Company 


NEW FLATTER 
CROWN means 
equal pressure 
throughout tread 
print—for extra 
load-hauling, 
extra mileage. 


Member of THE ATA FOUNDATION of THE AMERICAN TRUCKING INDUSTRY Tune in Eyewitness to History every Friday evening, CBS Television Network 
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CTA buys 300 diesels 

Chicago Transit Authority last month pur- 
chased 300 diesel-powered buses at a total cost of 
$7,884,273. Following recent motor fuel studies, 
it had been recommended that CTA standardize 
on propane buses but buy some diesel-powered 
models for purposes of comparison. The engineers 
found that propane has a maintenance cost ad- 
vantage of two to three cents per mile over diesel. 
(For the full report on the studies, see January 
BPN, page 64.) 


AGA develops grease incinerator 


Recognizing the problems resulting from grease 
accumulation on filters and exhaust systems, 
AGA describes the construction and performance 
of an experimental grease vapor removal type 
gas-fired incinerator in Research Report No. 1323. 
Vhis incinerator accomplished 97.5 per cent grease 
removal at 200 cfm exhaust air flow rate with a 
gas consumption of 47,000 Btu per hr. Other filters 
tested under the same conditions removed only 
80 per cent. 

Copies are available from the AGA Labora- 
tories, 1032 East 62nd St., Cleveland 3, Ohio. 


AWS, ASTM revise standards 

The American Welding Society has revised its 
booklet of terms and definitions. The first change 
in 12 years that includes new material, this book- 
let is considered to be the most important stand- 
ard published by the society. 


Max McCane, manager of Petrolane Gas Service 
ef Twin Falls, Idaho, has won the national award 
in the Manchester 1960 “Shoot For The Stars” L. 
P. gas burner sales contest. Shown presenting 
the $100 cash first place money to McCane is 
Harry Reifschneider at left, Manchester’s north- 
west representative. Looking on are Lois Hazen 
and Elton Tousley. 


EA 
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The American Society for Testing Materials has 
also announced a new publication. It is a compila- 
tion of 168 standards on petroleum products and 
lubricants including methods of testing, specifi- 
cations, definitions, charts and tables. The com- 
pilation is being published in two volumes. 


LPG in slaughter house debut 


The first use of LPG in Swedish slaughter 
houses was recently reported. 

A slaughter house at Vimmerby, Sweden, is 
using an LPG-fired gas oven to treat pig car- 
casses. After they are scalded, they are placed in 
a 500-600-deg. C oven for a few seconds. This 
treatment insures effective sterilization and is 
reported not to blacken them. 


New butane lighter hits market 


A new butane lighter has made its appearance 
on the market. Named the Bentley, it is being dis- 
tributed nationally. Refills are interchangeable 
with Schick refills. 

The Bentley Lighter Corp. has purchased the 
factory and production facilities formerly devoted 
to the manufacturer of Schick butane lighters. 


SUPPLY & TRANSPORTATION 


UPC gets 22.000-gal. cars 


Union Petroleum Corp., Tulsa, has received the 
first of its kingsize LPG tank cars from General 
American Transportation Corp. of Chicago. With 
a capacity of 22,000 gal. each, these are the largest 
such cars to be delivered in any quantity to the 
industry. 

The large cars will be added to Union’s fleet of 
standard 11,000 gal. cars to provide greater flexi- 
bility in distributing LPG throughout the U. S. 


Northern to build extraction plant 


The Fluor Corp., Ltd., Los Angeles, has been 
awarded a $10-million contract by Northern Gas 
Products Co. to perform the engineering, pur- 
chasing of materials and construction of a “grass 
roots” extraction plant, and other facilities, to be 
located at Bushton, Kan. 

The facility will use a low-temperature process 
and will have the capacity to recover propane 
and heavier hydrocarbons from 896-million stand- 
ard cu ft of natural gas daily. 

Construction is scheduled for completion in 
August, 1961. 
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ALWAYS HAS TANKS READY 


Wlay ee 


Master gives a little more than you 
bargain for. The skilled personnel is 
equalled by the newest, finest and most 


A TRIAL ORDER _ modern in equipment and topped only 
TODAY IS ALL by proven experience in the production 


of domestic propane tanks. Full loads, 
or partial loads...all are delivered direct 
to your door. 


Call the Quincy, Illinois or 
Dallas plant for prices. 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S$. Front St. Quincy, illineis « BAidwin 3-5014 
P. O. Box 5146 Dalles, Texas © Riverside 7-2441 


DOMESTIC §=FILLING STATIONS FARM CARTS REFINERY 
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New line makes second crossing 


One month after it had completed its first river 
crossing (the Tombigbee, in Alabama), Trans- 
Southern Pipeline Corp. finished its second, this 
time under the Tallapoosa river. 

The new all-LPG is a subsidiary of Transcon- 
tinental Gas Pipe Line Corp., a major natural gas 
carrier whose main line runs from Texas to New 
York and points north and east. Since it will 
follow the mainline route as far as the Carolinas, 
crossings are being laid first, simultaneously with 
those being laid for the gas pipeline. These latter 
are part of a looping and expansion program. 

Other river crossings will be made similarly 
during the winter months, prior to a kickoff of 
full-scale construction of the 1111-mile system in 
the early spring. 

Trans-Southern plans to have 60,000 bbl. mov- 
ing to its terminals by next fall. 


Sun plans new LPG source 


Construction of a new gas plant, at a cost of 
approximately $9.3 million, at Sun Oil Co’s re- 
finery at Marcus Hook, Pa. will begin in Novem- 
ber. The plant will have an initial capacity to sep- 
arate 14.4 MMcf of dry gas, 7100 bbl of liquefied 
propane and propylene, 13,200 bbl of liquefied 
butane, and 18,000 bbl of gasoline a day. 


REGEIMBAL: WASHINGTON 


The new administration: a forecast 


The country attacks President Kennedy’s “New 
Frontiers” this month. The new Administration 
and a moderately changed Congress will move 
quickly on several major Democratic Party pro- 
grams. 

One of the first moves will be an attempt to 
push through a raise in the minimum wage to 
$1.25 and extend coverage to several million addi- 
tional workers. This is very likely to pass, but 
probably will be watered down a little. 

The new Administration will move a little more 
slowly in its programs of vastly expanding public 
power projects. These will be blueprinted in mid- 
spring, and included in the budget for the new 
fiscal year beginning next July 1. 

A measure to expand farm cooperatives is plan- 
ned, probably to be included in some overall legis- 
lation expanding the government’s farm program. 
Congressional staff economists under Sen. Paul 
Douglas, D., Ill., are already warning of further 
declines in farm income unless the government 
steps in with bigger payments and production 
cutbacks. 


teed 
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While new attempts to raise the interest rate on 
government REA loans, cut back the program, and 
revise tax status of farm cooperatives will be 
made in Congress, there is no chance for success 
in the foreseeable future. 

Other proposals to be revived this year include 
a measure to require suppliers to charge large di- 
rect-buying retailers more than wholesalers; a 
bill to require all credit charges, interest, service 
fees, to be explained to consumers in writing; and 
a new effort to pass a national fair trade law. 

Here’s the outlook on other major legisiation: 

Depressed area legislation, vetoed by President 
Eisenhower in the past session, will be revived. It 
will call for about $250 million in federal loans to 
aid economically depressed areas. It will probably 
pass. 

Bills to provide federal aid to schools and home 
construction will be unveiled in a new, more 
costly form. This will also pass. 

Tax depreciation will be reformed. Other tax 
reform measures may find their way to a vote. 

Attempts to legalize secondary boycotts will be 
made. 

Legislation calling for presidential hearings on 
price and wage increases will be aired. Along 
these lines, the Congress will also see bills calling 
for corporation pre-merger notification to federal 
agencies and for destruction of the “good faith” 
defense to price discrimination charges. 

Restoration of a tax reduction for lobbying as 
a business expense should come to a vote. 

Bills to spur U. 8S. investment overseas will be 
considered. 

Undoubtedly, Congress will also take up legis- 
lation dealing with patents, air and water pollu- 
tion, medical care for the aged, and reorganiza- 
tion of regulatory agencies and the Defense Dept. 


Udall will fight for public power 


President Kennedy’s selection of former Ari- 
zona congressman Stewart L. Udall as Secretary 
of the Interior reinforces the outlook for an era 
of drastic expansion of public power under the 
new Administration. 

While the new President is expected to rule his 
Administration with an iron hand—getting most 
of his counsel from behind-the-scenes advisors— 
he has named a cabinet which for the most part 
shares his programs and philosophies. 

Public power expansion has been a major plank 
in both the Democratic Party and the Kennedy 
campaigns. 

The new Interior Secretary is a staunch “lib- 
eral,” and avid follower of Harold Ickes, the ram- 
rodder of the tremendous public power expan- 
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simple as 1, 2, 3... 


unscrew and 
remove 
manual hoses 


replace each 
with a RESO 
automatic 
charging hose 
assembly 


you now 
have an 
automatic 
charging 
manifold! 


for increased efficiency and cost saving... 
convert your manual charging manifold to automatic 
with REGO automatic charging hose assemblies 


With an easy-to-install RecO Automatic Charging Hose 
Assembly, one man can do the job of two or more— 
and do it faster, and with greater safety! The principle 
is simple: a control valve connected to your present 
scale automatically shuts-off the manifold the instant 
filled-cylinder weight is reached. That means that a 
single operator can hook-up and begin filling any num- 
ber ot cylinders—instead of waiting and watching over 
one at a time. You'll find your RecO Automatic Charg- 
ing Assembly begins paying for itself the day it’s 
installed! 
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Simple to operate. Merely place empty cylinder on 
scale (Fairbanks-Morse or Howe only) on which cyl- 
inder tare weight has been set. Connect loading hose. 
Set scale beam to desired filled weight and move lever 
on master cylinder (A) to vertical-up position. Flip 
open quick acting valve (B) on loading hose to rapidly 
fill cylinder. Master cylinder will shut off control valve 
(C) the instant the scale balance moves to center. 

More economical to operate and install because self- 
contained hydraulic control requires no outside com- 
pressed air source....Choice of filling connections. 

Order now from your 


RecO distributor or write: Gy) 
* SuBASTIAN- BLESSING?" 


4201 West Peterson Avenue 
Chicago 46, Illinois Dept. 31-B 





sion during the Roosevelt regime. Udall has been a 
fighter for public power during his Congressional 
service. 

He has made it clear that he will try, in time, 
to push huge government hydroelectric projects 
for the Columbia, Colorado, and Missouri rivers. 

He is also likely to fall in line behind the new 
Administration’s backing of a fuels policy. 


Farm group to push Co-op tax 

The powerful Farm Bureau Federation is con- 
tinuing its “aggressive” support for a fair single 
tax on farm cooperatives. The group says co-op 
income paid in cash to farmers should be tax- 
able income to the farmers, and if not paid in 
cash, be subject to the normal corporate income 
tax to be paid by the co-op. Co-op groups oppose 
this recommendation, however, and have success- 
fully blocked it. The Federation continues to sup- 
port government subsidization of REA co-ops. 


Second-half appliance sales gain seen 


Appliance sales will coast along at present 
rates for the first six months of the new year, but 
climb during the last half, government econo- 
mists cautiously predict. U. S. Commerce Depart- 
ment officials say the result will be q slight gain 
for the entire year of 1961 over 1960. Sales of 
household appliances last year of $4.9 billion were 
down 10 per cent from 1959, the Department 
notes. 


Your ads may put you under FCC 


Small dealers doing business in only one state 
will have to watch their advertising if they want 
to keep the federal government from snooping 
into their operations. The Federal Trade Commis- 
sion had decided it can exercise authority over a 
firm engaged in strictly local business if the firm 
advertises in newspapers and other media which 
cross state lines, such as radio and television. 
FTC says that circulation of this advertising 
tends to lure customers in from other states. 


FOREIGN 


Robertshaw opens in Japan 


Robertshaw-Fulton Controls Co. has formed a 
new subsidiary to manufacture automatic con- 
trols in Japan. The subsidiary will be known as 
Robertshaw Orient, Ltd. The plant will be geared 
to mass production of controls to fill the needs of 
the fast-growing markets in Japan and Southeast 
Asia, the Philippines, Formosa, and Hong Kong. 


Superior buys out Quebec firm 


Superior Propane Limited of Toronto has ac- 
quired the assets of the Gas Propane Ste Marie 
Co. of Ste Marie de Beauce, Province of Quebec. 
The customers previously serviced by Gas Pro- 
pane in Ste Marie de Beauce will be serviced by 
the Kenebec Division of Propane in Quebec City. 


CURRENT L. P. GAS & L. R. GAS PRODUCTION & INVENTORIES 





(A. P. I. figures — in thousands of gallons) 


Propane 


Butane 


Bu-Pro 
Mix 


Iso- 
Butane 


Other 
Mixes 


Total 
LPG 


Total 
LRG 





Production (U. S.) 


Dec. 
Dec. 


‘60 to date.... 


‘59 same period 3,708,060 


166 , 840 
186,881 


2,055,933 
2,013,514 


50,975 
50,645 
643 ,695 
684 ,'745 


59,817 
61,087 
683 , 357 
640,581 


79,527 
75,233 


718,688 
737,619 


277,101 
263 ,670 


862,147 8,402,737 3,215,332 


744,013 


7,820,823 2,799,322 





Inventories (12-31-60) 





Zone 


16,045 
54,419 
80 , 580 
98,799 
146 , 200 
244,807 
3,449 
990 
645 , 289 
550,671 


1,616 
13,353 
24,633 
12,484 

106,748 
52,092 
1,086 
299 
212,311 
159, 427 


24 


465 
19,912 
1,532 
1,478 
8,902 
204 
32,517 
29,778 


561 
5,515 
1,586 

17,820 
9,622 
165 
35, 269 
34,209 


10 
963 


102 
8,449 
63 

64 

85 
9,736 
19,376 


17,695 
69, 296 
111,193 
132,883 
280 ,'749 
308 , 062 
13,501 
1,743 
935,122 
773,461 


16,680 
23,758 
8,826 
1,053 
56,912 


103,791 
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SHEER 
BRUTE 
FORCE 


CONTROLLED FOR YOU! 


The presses you see —— represent 
sheer brute force ... force capable 
of exerting many, many hundreds of 
tons of pressure at any one given 
instant ... force capable of leveling 

a bridge, destroying a marketplace, 
obliterating a building. 

Happily these presses represent a 
different kind of force...a 
constructive force, controlled for 
your benefit to the finest tolerance 
... a force which will be responsible 
for forming the same fine cylinders, 
of the same high quality with the 
same assurance of prompt, regular 
service you have come to accept 

as “normal” from the 

Linde Company. 

These are the presses which 
Cylinders, Inc. has moved 

1,000 miles from Speedway, Indiana 
to Linden, New Jersey to guarantee 
you the finest product available 

in the cylinders field. 

These presses then are the heart of 
the matter. Backing them are the 
washers, the dryers, the welding 
equipment — all of the more than 
one thousand pieces of specialized 
equipment which have travelled 
this long trek to see that you — the 
user — will be assured of the finest 
product available. 


We at Cylinders, Inc. are proud to 
have been selected to succeed the 
Linde Company. 

We are proud to serve you. 


" ae »c 
Be sure to visit our booths 181 and 182 C Y LI N D E R . 
at the LPGA Convention, April 30-May 3, 1961, 

Conrad Hilton Hotel, Chicago. | N a 


Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 
business of Company, Division of Union Carbide Corporation. 1200 WEST BLANCKE ST., LINDEN, N. J. 
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BASO PILOT BURNERS 


First in Quality, 
DY-Si{elaMolale M\-1aZ (45 


Whatever your gas product application, there’s a _ able orifice fittings for different fuel gases to ensure 
BASO pilot burner designed to meet your most a satisfactory installation—vertical, horizontal or 
exacting requirements. Illustrated here are only a _inclined mountings. 

few of the many models of pilot burners that can fit 
your gas appliances—central heating systems, water 
heaters, boilers, floor furnaces, gas ranges, space 
heaters, clothes dryers, and others. 


BASO pilot burners are recognized throughout BASO Milwaukee 1, Wisconsin 
the gas industry for their quality, dependable per- INC. Dept. SM-5 
formance and ease of installation. Each general type 


has a variety of tips, mounting brackets and replace- FAroneers in Lhermocledrie gs covTiols” 


For compiete information on BASO pilot burners, 
call your BASO sales engineer, or WRITE 
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By WILLIAM W. CLARK °* Editor 


“Unity” can help sell appliances 


OVER THE PAST SEVERAL YEARS, a lot of utility- 
dealer “unity” programs have been tried, and 
most have been found wanting in one respect or 
another. So it’s encouraging to come across one 
that has the necessary ingredients for success. 

The East Ohio plan (described on pages 40, 43) 
appears to be such a plan. 

It’s main feature is that it reimburses the 
denler for customers lost. Now this in itself is 
not new. But the reimbursement plans that have 
come to our attention have not used the same 
approach as the East Ohio program. Under their 
provisions, cooperating dealers are paid on a 
sliding scale for customers lost to the utility. If 
the customer was a new one, the dealer was paid 
a relatively high price; if an old one, very little. 
If he’d had the customer for more than a maxi- 
mum number of years, the dealer received 
nothing. 

Apparently, utilities employing this plan re- 
garded it as a sort of amortization of the dealer’s 
investment in the customer. After a specified 
number of years, presumably he had made enough 
profit off the customer to write off his selling and 
installation costs. 

The plan effected by East Ohio Gas Co. takes a 
different tack. There, customers are assigned a 
value based upon the number of gas-consuming 
appliances they have. In addition, the more gas 
an individual appliance uses, the more it is worth 
to the utility. 

There is no amortization scheduled in the plan. 
An old customer is worth as much as a new one— 
if he has a comparable set of appliances. The 
dealer has something of value to sell; the utility 
buys it according to that value. 
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Thus the dealer is encouraged to build volume 
customers. He can let out the reins on his ap- 
pliance salesmen. If he has to sell appliances on 
short margins in order to get a gas load, the sud- 
den loss of that load is not going to render the 
appliance sale unprofitable. 

This encouragement of the dealer to sell more 
appliances can be most important for the utility. 
Suddenly, under such a plan, an LPG dealer’s ap- 
pliance selling takes on a new meaning. He be- 
comes a cooperating appliance dealer as well as a 
cooperating gas dealer. 

In past years, many utilities have set up co- 
operative plans for appliance stores in their terri- 
tories. But it’s been an uphill battle all the way. 
Most stores don’t care a whit whether the ap- 
pliance they sell uses gas or electricity, so utili- 
ties have been hard put to get much positive 
cooperation out of them. 

Isn’t it possible now that, wherever geography 
permits, LPG dealers could become the utilities’ 
best appliance selling allies? While it might not 
be feasible for utilities to encourage dealers to 
step up their selling activities in the heart of the 
city, at least they could be given help on the 
fringes. This urging could be backed up with 
some solid merchandising help—co-op advertis- 
ing, billboards, sales leads, financing, demonstra- 
tions, referrals—the whole range of aids that 
have been extended to appliance stores in the 
past. Most important, they should cover him on 
appliance servicing, which is a major headache 
and a major deterrent to many dealers’ selling 
appliances to non-gas customers. 

As long as utilities must be committed to 
squeezing the dealer out of some of his best gas 
markets, why shouldn’t they help to put him more 
firmly into the appliance markets? 





TRINITY BUILDS 
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Trinity has facilities to fabricate your storage needs — anything 
from the smallest domestic LPG systems to the largest storage 
terminals. Geographically situated in the LPG industry center, 
Trinity has a long line of experience in storage equipment fabri- 
cation. Trinity vessels are built in accordance with the ASME 
Code and state regulations to give greater performance with a 
minimum of maintenance. Whatever your storage need, Trinity 
can satisfy it. 
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FRANCESVILLE, INDIANA ® WHEN IN MEXICO CITY, VISIT TANQUES de ACERO TRINITY, S.A. 
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¢ LPG “takes over” a resort 


Six-inch main, already wrapped, gets circumferential weld preparatory to being lowered 
into the trench. A network of such mains is now serving LPG along the south shores of 
Lake Tahoe, one of the nation's fastest growing resorts. 


Fledgling LPG utility 
serves booming Tahoe area 


A BPN Exclusive 
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LAKE TAHOE, once one of the 
West’s most exclusive vacation re- 
treats, is now one of its fastest 
growing resort areas, serving 
millions of vacationers the year 
around. You can easily locate Tahoe 
in your mind’s eye by placing it 
exactly at that point at which the 
California-Nevada state-line stops 
heading straight south and veers 
sharply to the southeast. You could 
also locate Tahoe by saying it’s: 
32 miles south of Reno, the divorce 
capital of the nation; less than 
two dozen air miles west of Carson 
City, the capital of Nevada; and 
only a few mour.tain miles east of 
Squaw Valley, last winter’s world 
sports capital. 

The lake itself is kidney-shaped, 


roughly 21 miles long and 11 miles 
wide. Most of its shoreline—and 
14% of the 17 villages dotting 
that shoreline—is in Northern 
California. That half village? It’s 
Stateline, shared by California and 
Nevada at the southern tip of the 
lake. 

The 6000-ft.-high community of 
Stateline and its two California 
neighbors, Bijou and Al Tahoe, 
are currently enjoying their second 
winter or piped propane systems. 
And therein lies quite a story. 

For BPN readers, that story 
might begin with the recollection 
of the article in the September, 
1960, issue on Pacific Delta Dis- 
tributors, a buying group composed 
of independent Western LPG mar- 
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This is the South Shore of Lake Tahoe, dotted with fast-growing resort areas. South Tahoe Gas Co. is presently serving the 
area from two main plants, one at Al Tahoe, the other at Kingsbury, Nev., just off the northeastern tip of the map. 


LPG at Lake Tahoe 





keters. One sentence near the 
end of that feature said: “Re- 
cently, the members started a pip- 
ed gas service to serve the Cali- 
fornia and Nevada area on Lake 
Tahoe’s south shore.” 

It’s that southern shore that has 
shown the most spectacular de- 
velopment. Where there were only 
a couple of villages a couple of 
years ago, a 6-mile stretch of the 
southern shore now has seven com- 
munities, built or being built. In 
Nevada, there’s Kingsbury and half 
of Stateline. And from the state- 
line westward, there are: Stateline 
(Calif.), Bijou, Al Tahoe, Tahoe 
Valley, Tahoe Keys, and Tallac 
Village. This growth has been 
spurred by such ambitious pro- 
motional efforts as full-page ads 
in “Life” for Tahoe Keys, a fabu- 
lous marina-type, convention-center 
community under development, “A 
Venice of the High Sierras.” 
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Established communities have al- 
so grown at a rapid rate. Where 
a block may have contained only 
a single house as recently as 12 
months ago, it may now have 10 
or 12 dwellings. Permanent popula- 
tion of the area now stands at 
between 8,000 and 10,000. In sum- 
mer, the peak season, this figure 
skyrockets, the top estimate being 
200,000, the lowest, 100,000. 

Since the nearest natural gas 
line is approximately 75 air miles 
of rugged Sierra Nevada Mountain 
country away, any increase in popu- 
lation is bound to bring a resultant 
increase in LPG customers. No 
usage ratios are available, but 
the proportion using LPG is large, 
and it’s a complete cross-section of 
the community. 

LPG serves both commercial and 
domestic accounts. In the latter 
category are private homes, apart- 
ments, motels and camping trailer 
and mobile home courts. Generally, 
gas is used for all the normal 


household loads, including heating. 
And heating is a year-round load 
because the 6000-ft. altitude means 
chilly evenings even in the peak 
summer season. Thus, the average 
customer has been inclined to re- 
ly on a bulk tank rather than on 
cylinders. 

Four LPG dealers were serving 
the area in June, 1959, when a 
group of Pacific Delta dealers de- 
cided to form a piped propane com- 
pany, South Tahoe Gas Co. 

Why a piped system? One big 
reason was the rugged winter 
weather, which often makes road 
travel hazardous and sometimes 
completely impossible. Another big 
reason was the embryonic utility’s 
conclusion that a piped system 
would mean lower distribution 
costs, even though the initial stage 
would cost $500,000 and the even- 
tual cost of a system serving the 
entire South Tahoe area would be 
ten times that amount, $5 million. 

The piped system also has an 
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exclusive advantage for customers, 
giving LPG an extra selling point. 
As with most resort areas, the 
communities cluster along a main 
highway—in this case, Highway 
50 and the development in each 
community also hugs the highway. 
Along the mile of Highway 50 just 
west of the state-line, for example, 
there are some 60 motels, each with 
from 10 to 100 units. Supporting 
businesses, such as shops and ser- 
vice establishments, also try to stay 
close to the highway. Thus, every 
square inch of land is used and 
the space saved by doing away 
with a bulk tank is a definite point 
in favor of gas. And it’s a point 
the other big heating fuel in the 
area, oil, cannot score. 

South Tahoe Gas Co. provided 
the first piped gas service in the 
area on Sept. 17, 1959, serving 
the community of Al Tahoe, Calif., 
from a small bulk plant located 
there. Two months later, the com- 
munities of Kingsbury, Nev., and 
Stateline, Nev., began getting ¢er- 
vice from a much larger bulk plant 
in Kingsbury. In the ensuing year, 
the total number of meters has 
tripled, but it’s still only 200, a 
tiny fraction of the eventual load. 

That first plant is in the approxi- 
mate center of Al Tahoe, with the 
town extending five to eight blocks 
in every direction. The company 
faced a definite handicap in that 
zoning and planning commission 
restrictions limited storage to two 
1000-gal. tanks. A 120-gal./hr. Al- 
gas vaporizer sends out gas at 12 
psi. through a 2-in., 14%4-mile main. 
Single stage regulators reduce the 
pressure to 11 n. we. in most cases, 
but there are some high pressure 
service systems. The size of the 
service to each customer varies 
with the prospective load. 

Operating experience to date has 
shown a total absence of pressure 
drops. As a precaution, however, 
meters at the plant are checked 
hourly at night by a special patrol. 
Should a pressure drop be detected, 
management and service personnel 
would be called immediately to 
rectify the problem. Two of the 
staff members, incidentally, at- 
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tended an Algas school in Los An- 
geles to learn vaporizer servicing. 
The Al Tahoe plant, as well as the 
Kingsbury plant, was designed by 
Pacific Delta’s Safety Engineer, 
Bill Hulse. 

Currently, the Al Tahoe system 
serves 65 customers, including law 
enforcement agencies and other 
public buildings, a newspaper pub- 
lishing company, doctor’s offices, 
and apartment houses. The mains 
have been continually extended and 
will be further lengthened to meet 
customer demand. South Tahoe Gas 
officials believe that it is premature 
to attempt to estimate the potential 
market in the Al Tahoe area. 

With piped gas service in Al 
Tahoe setting a historic precedent 
for the south shore area, the new 
gas company in November, 1959 
proudly mailed its first “Service 
Report,” a neat little newsletter, 
to businessmen and residents of the 
South Tahoe area. One of its proud- 
est pronouncements was that work 
was well underway on the project 
of laying gas mains from the brand 
new Kingsbury plant to the State- 
line (Nev.) area. 

Service from this plant also be- 
gan in almost token quantity and 
still remains only a small fraction 
of its potential despite an am- 
bitious 1960 expansion program. 
Currently, the plant serves an area 
of approximately 10 square miles. 
There are now 135 customers, 25 
of whom are in Nevada (including 
a one-mile system in a housing 
subdivision), and 110 in California 
served by five miles of mains. 
Among these California customers 
are many of the biggest motels 
and casinos in the Stateline area. 

The Kingsbury plant began as a 
fairly sizable installation, with an 
18,000-gal. tank and a 200-gal./hr. 
vaporizer. Since then, a 30,000-gal. 
tank and a 400-gal./hr. vaporizer 
have been added. The units are 
coupled and operate automatically. 
A remote control system employs 
spring-loaded Okadee valves which 
are easily accessible for quick 
closing. 


The Kingsbury plant is three- 
quarters-of-a-mile east of the state 
line. It’s located 200 yards from 
Highway 50, on a side road. Since 
this is the land of the big snows, 
a line was laid from the plant to 
the highway, affording emergency 
access for unloading should the 
side road become impassable. 

Fuel is trucked in from Cali- 
fornia sources. A fleet of trucks and 
trailers owned by Pacific Delta 
members assures a dependable sup- 
ply despite the High Sierra lo- 
cation. 

This plant supplies gas at 12 psi. 
to a 6-in. main running along High- 
way 50 toward the state line. South 
Tahoe Gas experienced no diffi- 
culties in getting the states of 
California and Nevada to agree 
on specifications for the system. 
Both one- and two-stage regulators 
are used. Branch lines and services 
vary from %4-in. to 2-in. The 6-in., 
coated and wrapped, welded main 
is oversize, providing considerable 
storage capacity. 

The first big expansion to the 
Kingsbury plant system came last 
summer when a Reno contracting 
firm laid approximately 24,000 ft. 
of 6-in. main. The contractor, Clar- 
ence Dietrich, placed, welded and 
connected the pipe. Standard auto- 
matic ditching machines made a 
1-ft.-wide, 4-ft.-deep trench. A gen- 
erous supply of granite, plus a sur- 
prising assortment of buried pipes 
and cables made progress difficult. 
Nevertheless, about 450 ft. was 
usually “made” each day by the 
eight-man crew. 

Since the ground is frozen all 
winter, mains-laying must be con- 
fined to the tourist season. With 
perhaps as many as 200,000 people 
depending on a single highway, a 
trenching operation along that 
highway could conceivably cause 
havoc. Therefore, before any dig- 
ging began, the infant utility 
hosted a meeting of local business 
and government leaders. A full 
explanation of the utility’s pro- 
gram was presented and the co- 
operation of all was requested. A 
testimonial to the resulting coop- 
eration is the accompanying photo, 
showing a gas company representa- 
tive and the owner of one of the 
largest tourist-business establish- 
ments, standing side-by-side on top 
of a trench which had been covered 
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for the week-end to insure uninter- 
rupted business. 

A much better publicized unin- 
terrupted-business testimonial is 
that involving the new gas com- 
pany, its piped propane, and one 
of its very best known customers, 
the world-renowned Harrah’s State- 
line Casino and Theatre Restau- 
rant. It happened last August when 
a forest fire caused a power black- 
out one weekend. Tourist crowds 
were at an all-time high. The na- 
tion’s radio and television stations, 
newspapers, and magazines carried 
stories of famous entertainers per- 
forming by candlelight, and many 
of Tahoe’s biggest restaurants be- 
ing forced to close their doors in 
the faces of the huge crowds. Their 
kitchens, it seems, were all-electric. 

Harrah’s however, had been on 
the South Tahoe Gas system since 
December, 1959 and served thou- 
sands that week-end. The serving 
Was on paper plates, since the 
electric dishwashers were not work- 
ing, but Harrah’s had plenty of gas- 
heated hot water! Thus, a nation- 
wide public relations coup was ac- 
complished, for gas in general and 
for LPG in particular. 

The Kingsbury plant began ser- 
ving California commercial and 
residential customers this past Oc- 
tober. Pacific Delta supplied ser- 
vice personnel to connect meters 
and lines. Whenever a large addi- 


36 


Vaporizer and smaller of two storage tanks at Stateline plant, sur- 
rounded by snow, stand ready to provide warmth to Tahoe residents. 


tion is made to the system, this 
crew of experienced men moves 
into the area to bring service to 
the new customers as quickly as 
possible. On the California side, the 
Kingsbury plant expects to con- 
tinue to extend its services, ulti- 
mately supplying 18 miles of main. 
On the Nevada side, the plans are 
not as ambitious, but 200-home 
Oliver Park will become the first 
new subdivision in the South Tahoe 
area to receive piped gas service. 

In march, 1960, after less than 
six months of operation, South 
Tahoe Gas secured a rate reduction 
for its customers. Present month- 
ly rates are $2 for the first 100 cu. 
ft. or less, 60 cents per 100 cu. ft. 
(or fraction thereof) for the next 
400 cu. ft., 54 cents per 100 cu. ft. 
for the next 500 cu. ft., and 32 
cents per 100 cu. ft. for all gas 
over 1000 cu. ft. The monthly mini- 
mum is $2. 

Policy of South Tahoe Gas Co. 
is directed by an executive com- 
mittee consisting of John Cava- 
naugh of Cavanaugh Bros., Reno, 
Nev.; Al Anton of Anton’s Pro- 
pane Gas Service, Ukiah, Calif.; 
and Ralph Weaver, president and 
manager of Pacific Delta Distribu- 
tors and owner of Weaver Gas 
Service, San Jose, Calif. Also on 
the utility’s board of directors are 
six others, all Californians: Ed 
Throndson, chairman of the board 


Phil Gruener, South Tahoe manager, watches os workmen 
lower 6-in. meter at the state line. 





of Pacific Delta and owner of Em- 
pire Gas Service, Santa Rosa; Louis 
Mark, owner of San Luis Butane 
Distributor, Atascadero and Lake 
Tahoe; Al Kamps of Kamps Gas 
Service, Ripon and Modesto; Ross 
May of Maco Gas Co., Lodi; Art 
Schilder, assistant secretary-trea- 
surer of Pacific Delta; and William 
Moore, manager of Placer Gas Co., 
Auburn, Placerville and Colfax. 

South Tahoe Gas is managed by 
Philip Gruener, who has more than 
28 years experience in the fuel in- 
dustry. Before taking over manage- 
ment of South Tahoe Gas in June, 
1959, he spent seven years with 
Windsor Fuel Co. of Santa Rosa, 
Calif. The company operates two 
piped LPG systems and Gruener 
supervised purchasing, sales, and 
service for both. Previously, he had 
worked for Empire Gas Co. of San- 
ta Rosa and McPhail fuel of nearby 
San Rafael. 

South Tahoe Gas tries hard to 
keep customers in its service area 
and potential service area informed 
of its activities, particularly those 
involving expanding facilities. The 
previously-mentioned Service Re- 
port is mailed to both full-time and 
part-time residents of the area. 
News stories and photos are sup- 
plied to the two local newpapers, 
a daily and a weekly; and news is 
also sent to the local radio station. 

Fuel customers who are beyond 
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Congested areas required numerous angles and bends, slow- 
ing construction work in downtown areas of cities served. 
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South Tahoe’s mains are served 
by its sister company, Placer Gas 
Co., until the mains are installed. 
When a customer goes on the piped 
system, his tank (or cylinders) is 
purchased for use by Placer Gas or 
is sold to other members of Pacific 
Delta. 

The future for the fledgling util- 
ity is a bright one. It is bringing 
service to more than 95 per cent 
of the potential customers in its 
service area. And additional ex- 
pansion is planned, beginning in 
1961. Under the provisions of the 
California Public Utility Commis- 


shot when LPG was brought into Harrah's famous restaurant. 
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Headline attraction Giselle MacKenzie posed for a turn on 


sion, the company can continue 
expanding that service area. Ad- 
ditional expansion begins this year. 

Eventually, all three systems will 
be linked together. Actually, the 
gaps to be bridged total only about 
three miles. The Kingsbury system 
has extended through Stateline and 
well through Bijou, coming within 
about one mile of the Al Tahoe 
system, which is about four miles 
from the Tahoe Valley plant. 

Both the South Tahoe Valley 
Gas Co. and the south shore busi- 
ness community realize that piped 
gas service will play an important 





Chrome-plated piping, at which cook points, kept LPG flowing to Hor- 
rah's kitchen when neighboring electrical kitchens quit during storm, 








Gruener and Fred Dolling of the Sands stand at place where con- 


struction excavation was covered on weekend for business os usual. 


part in the progress of this year- 
around playground. The fledgling 
utility is fully aware of the re- 
sponsibility it has—both as a mem- 
ber of the community aid as a 
member of the LPG industry. It 
will be interesting to watch the 
development of the utility member 
of the Pacific Delta group. 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 8. Alvarado 
St., Los Angeles 57, Cal. 
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When you receive the form at left, please fill it in and return 
it promptly in the postage-paid envelope that will be with it. 
It will take you only a few minutes and will eventually do you 
a great deal of good. The data will be stored on the IBM cards 
shown above. Note that no names or addresses cppear—just holes! 


LPG industry image begins to emerge in 


1961 BPN Census 


ALL MAJOR INDUSTRIES provide considerable statis- 
tical information about themselves, and for very good 
business reasons. Such information enables compa- 
nies to keep up with what’s going on in their own 
industry, keeps the world at large constantly aware 
of the importance of the industry in the general 
economy, and maintains good public and_ political 
relations. 

Industry statistics are not possible, of course, 
until companies within the industry are willing to 
provide basic data on their own operations. These 
data are usually given in confidence to some trust- 
worthy central source, which takes over the job of 
compiling and organizing the data into composite 
form. This protects the individual company but 
yields important facts for publication and reference. 

This central source may be the U. S. government, 
or a trade association, or a leading industry publica- 
tion. The government considers such information so 
important to the business and financial communities 
that it annually spends some $35 million (over and 
above the cost of the major periodic census) in 
compiling and publishing business and _ industrial 
statistics. 

Many trade associations, also, spend considerable 
money and do a good job of compiling and publishing 
statistics about the industries they serve; but trade 
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associations are often handicapped by inability to 
get the figures of non-members, who may be quite 
numerous. 

This opens the door for trade publications to step 
in and take up the work, if they have the inclination 
and can stand the expense. Indeed a trade publica- 
tion that is widely circulated and read in all segments 
of its industry is in an excellent position to gather 
industry facts and figures and to organize and pub- 
lish them. Several of the Chilton magazines, in addi- 
tion to BPN, maintain censuses of the industries 
they serve—notably “The Iron Age,” “Hardware 
Age,” “Automotive Industries,” and “Electronic In- 
dustries.” 

The liquefied petroleum gas industry, unfortunate- 
ly, is one of those industries about which too little 
is known for its own good. 

BUTANE-PROPANE News is undertaking to remedy 
this situation—with the help and cooperation of its 
readers. BPN has maintained a private census of 
dealers by type and size since the end of World War 
Il. This dealer record is now being made the basis 
of a new census mailing, much of which is already 
completed and partially tabulated. Some 12,000 bulk 
plant dealers and large bottled gas dealers have al- 
ready received or will soon receive the census form 
illustrated on these pages. 
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Here you see the IBM keypunch operator coding the information 
from the census forms on to IBM cards. All IBM operations are 
performed at Service Bureau Corporation, a wholly-owned sub- 
sidiary of IBM. 


Publisher Frank Chapman and Editor Bill Clark have stopped 
the high-speed IBM printer, to study a “readout” sheet coming 
through. Note again that no names or addresses appeor—just 
figures! 


As you can see, the few questions asked are basic, 
simple, and easily answered. Replies, of course, are 
held in strict confidence. They are used only in com- 
piling composite totals that reveal nothing about any 
individual dealer’s operation, but do provide important 
statistical information about the industry as a whole. 
teplies are being put on IBM cards by Service 
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Bureau Corporation, an IBM subsidiary, for faster 
computation and reference. When the job is com- 
pleted—which we hope, with your cooperation, will be 
by late spring or early summer—we shall be able to 
publish composite facts and figures that should be a 
good start toward building increased respect and 
recognition for the LPG industry. 


Even these few questions, widely answered and 
properly compiled and interpreted, will provide, on a 
county-by-county basis, such information as _ the 
number of people using L. P. gas (a figure that has 
never been established); the number and type of 
dealers serving these customers; the relation in any 
given area between tank gas and cylinder gas usage; 
the volume of dealer storage of LPG in any given 
area; and so on. Dealers will be able to do some 
calculating, for themselves, of the proportion of LPG 
business they are getting in their areas, and the 
possibilities of expansion. 


Some of the far-reaching benefits that will accrue 
to LPG dealers from publication of these basic indus- 
try facts are easily foreseen. For example: 


Financing has always been a problem in the LPG 
industry—largely because not enough basic facts 
about the industry and its growth were available 
to interest and impress bankers and financing in- 
stitutions. The BPN Census figures will supply 
some of those facts. 


Subsidized electrical competition is another major 
problem of the industry. Politicians and the public 
are well aware of the importance of electricity, but 
hardly aware at all of the importance of L. P. gas. 
A tremendous number of our citizens haven't the 
faintest idea what L. P. gas is or does—and before 
you can interest citizens in a question of fair play 
for an industry, you must first make them aware 
of that industry and its importance to the millions 
of people who depend on it. Statistics about the 
industry, well publicized, are virtually the only 
means of doing this. 


More facts and figures about the industry and its 
dimensions as a market will spur manufacturers 
into spending more money on research and develop- 
ment of new and improved products for the indus- 
try, and draw more manufacturers into the indus- 
try as suppliers. The type and number of manu- 
facturers who supply an industry is one potent 
measure of its importance. 


Is all this effort worth while? We think so. In 
the beginning, we intended only to up-date our BPN 
Census and compile statistics to guide us in our cir- 
culation and editorial coverage of the industry. The 
response is such that we now see in this new BPN 
Census a potential source of the best basic statistics 
the LPG industry has ever had; and we are prepared 
to push the program as far as you readers will help 
us to push it. 


If you agree with us on the importance of compil- 
ing such statistics, we urge you to join with us in this 
effort to build stature and prestige for your industry, 
by filling in and mailing the BPN Census form as 
soon as it reaches you. 
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East Ohio Gas’ 
co-op plan 


spurs dealers’ 


selling efforts 


A generous lost-customer reimburse- 
ment program is proving a big help in 
blocking organized raids by the “total 
electric living” forces, and stimulating 
stronger selling in areas that should be 
all-LPG today, all-natural gas tomorrow 


East Ohio Gas Co.'s William tH. Harper 
is an ex-LPG man who hes a keen 
appreciation of the problems of the 
dealer as well as his importance to the 
gas utility. 





A BPN Staff Report 


FoR A COMPANY THAT HAS 
SNATCHED AWAY a 114-million-gal. 
annual load from him over the 
past five years, East Ohio Gas 
Co., Cleveland, stands pretty high 
right now with LPG dealer Forrest 
Fram. 

“We got all we could have asked 
for from East Ohio,” says Fram, 
in appraising the utility-dealer co- 
operating program put into effect 
last June. 

Fram is just one of 38 dealers 
involved in the program, but he’s 
in a good position to speak for the 
entire group. For one thing, as 
president of Framgas, headquar- 
tered in Chagrin Falls, some 20 
miles east of Cleveland, he is one 
of Ohio’s most progressive inde- 
pendent dealers. For another, he’s 
been about as hard hit as anyone 
by the inexorable march of natural 
gas into suburbia. In just one year, 
the Cleveland utility extended its 
mains and took over a 750,000-gal.- 
per-year business in the town of 
Solon. And now, East Ohio is ap- 
proaching Fram’s own stronghold 
of Chagrin Falls. 

But for all his troubles, Fram 
still sees a silver lining in the dark 
clouds that hover over his well- 
established business. In the new 
cooperative program, he finds 
much more than a crutch to keep 
his business from tottering while 
the conversions advance. He sees 
some real, positive benefits that 
actually make the job of his sales- 
men easier, and that help to build 
good loads for him. 

The East Ohio plan is simple 
and straightforward: The com- 
pany reimburses dealers for every 
customer lost to natural gas. In 
this respect, the plan is not unique 
but it is more liberal than most. 

In a letter to all dealers located 
in East Ohio’s service area, Gen- 
eral Sales Manager John S. McEI- 
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the quality tells...the quality sells 


ARI TROL 





year ’round 
- Ti meotelaleibitelal—i4 





Fits in as little as 37/5 square feet! 
Features Dura-Tube Gas Heating Heart 


F Vale Mmelohys-1maelm-liaetetelel|-leMetele)ilalep 


WIRE US COLLECT 
FOR PROOF 


THE PROFIT PARADE IN THE 60'S 
WILL BE LED BY JANITROL SELECT DEALERS! 


Paced by the exclusive Janitrol Select Dealer Plan that gives you action in place of promises... 

adds vital new depth and dimension to your Growth and Profit Future! 

Chock- Gut the hig hLighte . 12 Competitive Pricing . . . made possible by famous Janitrol 
advanced engineering and new automated production lines. 


5S Liberal Dealer Stocking Plans .. . 


6 Free Retail Salesman Training and Aids . 


]] Yellow Page Telephone Listings . . 


The Finest Factory Technical Training Program in the in- 
dustry . . . tuition-free for Select Dealers! 


Personalized Dealer Management Services . . . expert 
guidance in all phases of management, including sales training, 
recruiting, accounting, advertising, and engineering available 
to Select Dealers at no cost! 


Dealer Information Service . . authoritative newsletters, 
bulletins and periodicals keep Select Dealers up to date on 
latest developments in equipment, applications, service and 
merchandising slants! 


Regular Regional Meetings . . . bring Select Dealers and Jan- 
itrol personnel together for stimulating discussions of merchan- 
dising, management, engineering and other subjects pertinent 
to dealer growth and profit! 


assure the equipment re- 
quired by Select Dealers will be on hand when needed. 


. . Janitrol helps 
recruit and train salesmen for Select Dealers. Provides proven, 
sales-clinching presentation manuals for cooling, heating and 
new home builder selling! 


7 Protected Territories . . . Select Dealer Franchises in any market 


area are limited. No “free-wheeling” franchising to choke 
off profits! 


Powerful Planned Co-op Advertising . . . a year-round pro- 


gram of hard-hitting local level advertising and promotion pre- 
pared for you by experts! 


Q Powerful National Advertising . . . to create demand in your 


own local market for Janitrol products—back up your sales 
and promotion activities! 


10 Promotion Package Worth $300.00 . . . for newly franchised 


Select Dealers. Includes illuminated signs, floor and window 
displays, colorful literature, demonstration kits, etc. 


. reserved for you, as a 
Select Dealer, in your own local phone book under the JAN- 
ITROL headings. 


13 The Top Brand Name. . 


Puts Select Dealers in the driver’s seat with quality at low cost! 


. Janitrol leadership in design and 
quality is nationally recognized and acclaimed. Over two 
million Janitrol units have been sold! 


14 A Great Line . . . A Complete Line featuring the Win-Sum- 


Matic, finest of a fine line! 


The Janitrol Win-Sum-Matic Year ’Round con- 
ditioner brings you years-ahead features and per- 
formance ... plus the industry’s greatest selection 
of quality accessories for custom-designed comfort 
systems to boost your profits! Built for time- 
saving installation and backed by a 20-year war- 
ranty on the heat exchanger. Operates year ‘round 
with the quiet thriftiness of clean gas heat and 
powerful air cooling. New slim-trim styling; warm 
two-tone colors; and exclusive design features 
packed with sales appeal! 


The all-new Series 52 condensing unit is featured 
as the cooling system for the Win-Sum-Matic. 
Attractively styled, weatherproof and safe. Top- 
mounted, upflow fan boosts performance . . . 
operates with outside temperature to 125°F. 


Other quality products in Janitrol’s full line include Oil and 
Gas-Fired furnaces in horizontal, vertical and counter-flow 
models . . . plus a special line of competitive equipment built 
for the high volume, new home market! In cooling, Janitrol 
covers the residential and commercial markets with economical, 
self-contained units; add-on, modernization units and a com- 
pletely new series of air-cooled condensing units. Janitrol Unit 
heaters, duct furnaces and schoolroom conditioners blanket 
the industria! heating market with a wide selection of models 
from 30,000 up to 1,750,000 Btu inputs. 

You owe it to yourself to get the full story on Janitrol’s full 


line . . . plus the fabulous Janitrol SELECT DEALER PLAN! 
WIRE COLLECT RIGHT AWAY! 





East Ohio co-op plan 





wain last May set forth the ele- 
ments of the plan as follows: 

“The plan will become effective 
with all installations made by you 
after June 1, 1960. The basic re- 
quirements for an installation to 
qualify under the plan are that 
the gas piping within the confines 
of the structure be installed ac- 
cording to East Ohio Gas Co. 
specifications, and that all instal- 
lations be registered with us in 
our operating divisions on forms 
which we will provide. 

“If the basic requirements are 
met, the L.P. gas dealer who orig- 
inally filed a customer card with 
East Ohio will be reimbursed on 
the following schedule... .” 


The reimbursement schedule is as 
follows: 

Gas central! heating plant $50 
Gas water heating unit 35 
Gos range 15 
Gos clothes dryer 10 


Gas incinerator 10 


Gas refrigerator 10 


Gas light 10 


Moximum reimbursement 140 

In order that dealers might be 
able to comply with “East Ohio 
piping specifications,” the utility 
has supplied eaeh of them with a 
complete set of such specifications. 
As company officials explain it, 
the most significant provision is 
that black iron pipe must be used 
in customer services. 

As further protection for those 
installations made before June 1, 
East Ohio agreed to pay the dealer 
a flat fee of $15 “for every LPG 
customer converted to natural gas 
service, regardless of location or 
installation piping... . 

“This will at least get the dealer 
out ‘whole,’” says William H. 
Harper, sales promotion manager 
for East Ohio. 

Customers qualifying under the 
“to-specifications” plan are regis- 
tered by means of a card which, 
on one side, lists name, address, 
date, and dealer name and address. 
On the reverse side is a list of “ap- 
pliances installed,” with matching 
check boxes. , 

The popularity of the plan is at- 
tested to by the fact that in the 
first four months, East Ohio had 
received 200 registrations. Fram 
alone sent in close to 50. If all 
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these are eventually converted, 
the Framgas till will ring up many 
hundreds of dollars he would not 
have received had the unity pro- 
gram not been put into effect. 

As Harper points out, dealers 
will find the plan eases the pain 
of the loss of complete tracts. A 
40- or 50-home unit, while repre- 
senting a sizeable load loss for a 
dealer, would nevertheless have 
real asset value. The reimburse- 
ment would help pay for some 
strong sales development work in 
other, undeveloped markets areas. 

This aspect is, of course, highly 
important to East Ohio. Harper 
describes the purpose of the pro- 
gram succintly: “It’s to encourage 
the L.P. gas dealer to sell gas, 
first, and gas appliances in areas 
which otherwise would automati- 
cally go to electricity or oil.” 

It can be seen, judging from 
this statement, that the utility is 
keenly aware of the important role 
dealers can play in holding the 
market. The danger is in allowing 
to develop around the _ utility’s 
market perimeter what Bruce Mc- 
Candless of Milwaukee Gas Light 
(and head of the Gas Unity Com- 
mittee) aptly describes as “an 
inert ring.” Dealers are in a posi- 
tion to encourage this develop- 
ment; by refusing to sell along 
the periphery, they are helping 
the electric utility build a ring in 
the suburban areas. This bars gas 
from these areas permanently. 

Most dealers recognize the dan- 
ger such a situation holds for 
them. There is nothing to prevent 
the electric utility from extending 
its 220 service lines into the deal- 
ers’ own markets, and they know 
it. 

Fram and his fellow dealers in 
the Cleveland, Youngstown, War- 
ren, Akron, Canton, and Ashtabula 
markets can no doubt be grateful 
to have such a sympathetic ear as 
East Ohio’s. Bill Harper is an 
ex-L.P. gas man, having spent a 
total of 10 years with Bastian- 
Blessing and A. O. Smith. With 
B-B, he was at one time district 
manager in a seven-state region 
which included Tennessee, Illinois, 
Michigan, Ohio, West Virginia, 
Pennsylvania, and Kentucky. He 
joined East Ohio in early 1960. 

“We need the dealers now,” de- 
clares Harper. “It will take an in- 
vestment of millions of dollars and 


years of building to acquire all the 
customers who are now ready for 
natural gas. 

“We must encourage the dealer 
in every way we can to pioneer 
along the periphery of our system. 
He must do much more than just 
a passive job of taking and hold- 
ing load. He should actively push 
gas heating, and should get out 
and work closely with builders.” 

Obviously, without adequate re- 
imbursement to provide the nudge, 
dealers are reluctant to open up 
multiple new-home markets, which 
are sure to be only temporary. 

Fram believes the plan is a real 
help in his sales work. He feels 
no qualms about paying a full 
commission to his salesmen when 
they sell in an area that threatens 
to fall to natural gas. He once 
was compelled to discourage such 
sales, because they simply didn’t 
pay out. 

Now he encourages them. He 
also advises his men to stress the 
fact that “natural gas is coming” 
in their sales presentations. It 
helps close the sale, he has found. 

Fram and at least a majority of 
his fellow dealers see, as does East 
Ohio, that cooperation is a must. 
They have a formidable competi- 
tor in the electric industry, repre- 
sented locally by Cleveland Elec- 
tric Illuminating, Ohio Power, 
and Ohio Edison. These utilities 
have organized special task forces 
whose job it is to try to convert 
LPG users to electricity. Last 
summer, salesmen and home ser- 
vice girls toured the countryside, 
looking for LPG installations that 
they might switch over to elec- 
tricity. Personal sales talks were 
made. Free 220-volt wiring and 
special package prices on appli- 
ances were offered as an induce- 
ment. They worked closely with 
builders beyond the mains. One 
development was even given the 
name “Electric City,” in return, of 
course, for ample allowances on 
wiring and appliances. 

This sort of activity hits the 
dealer today, the gas utility to- 
morrow. Each needs the other’s 
help, and each knows it. 





Adapted from 


a manual 


published by 


Phillips Petroleum Co. 


The proper method of 
unloading LPG tank cars 


L. P. GAS TANK CARS range in 
size from approximately 10,000 gal. 
to 30,000 gal. capacity and are built 
in accordance with Interstate Com- 
merce Commission specifications. 
In the older cars, the shells or tanks 
are insulated with a four-in. layer 
of suitable insulating material 
which is encased in a steel cover. 
Some of the newer cars, however, 
are not insulated. 

The cars are equipped with 
thermometer wells but not with 
thermometers. The unloader must 
use his own thermometer which 
should be equipped with a small 
chain so it can be removed from 
the car. 

LPG tank cars have no bottom 
outlets. All connections are made 
through the dome cover plate on the 
top of the car and all these fittings 
are shown in the drawing on p. 47. 
Let’s take a closer look at these fit- 
tings and their functions. Note 
that the paragraph letters below 
correspond to those on the drawing: 
A. Liquid Eduction Valve — Each 

tank car is equipped with two 

2-in. liquid eduction valves 

through which it is unloaded. A 

liquid eduction pipe extends 

from each valve to the bottom of 


the tank inside the car. Steel 
plugs provided for that purpose 
must be tightened in the valve 
outlet at all times, except when 
the car is actually being un- 
loaded. 

. Vapor Valve—This 2-in. valve is 
used as an equalizing connection 
between the tank car and the 
storage, or as a repressuring 
connection. The steel plug pro- 
vided for that purpose must be 
in the vapor outlet except when 
the car is actually being un- 
loaded. 

. Relief Valve—This is a spring- 
loaded, resilient seat valve de- 
signed to relieve excessive tank 
pressure. 

. Gauging Device—The slip tube 
gauging device is used to de- 
termine the tank car outage— 
the volume above the liquid 
level in the car. In using it, pro- 
ceed as follows: 

Carefully remove the tank car 
gauging device protective 
cover. Push down on the 
gauge rod so the gauge rod 
lock or sliding bar can slide 
back, permitting the rod to be 
raised. (Never lean over a 
gauge rod as the car pressure 


can cause it to come up with 
considerable force.) If the rod 
sticks and cannot be raised 
easily, loosen the packing 
gland slightly. A _ twisting 
motion on the rod is usually 
more effective than a straight 
pull. Take care not to bend 
the rod. Never use a pipe 
wrench or hammer on any 
part of the gauging device. 

Raise the rod carefully. 
Slowly open the valve or pet- 
cock at the upper end of the 
rod to avoid slamming the ex- 
cess flow valve in the lower 
end. If liquid comes out 
of the rod vent valve, slowly 
raise the rod until the liquid 
flow changes to vapor. 

With the gauge rod valve 
open and gas flowing from it, 
gradually lower the rod until 
the gas flow changes to liquid. 
Slowly raise the rod approxi- 
mately % in. at a time until 
gas once more flows from the 
rod. Read the rod marking 
opposite the top surface of the 
gauge pointer and record this 
reading. If lowering the rod 
4, in. from this position does 
not change the flow from gas 
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back to liquid, the reading 
was in error and the car must 
be regauged. 

When gauging is completed, 
close the gauge rod valve, 
lower the rod to its lowest 
position, and reset the rod 
lock. If necessary, carefully 
tighten the rod packing nut 
to stop leakage through the 
packing gland. Be sure the 
gauge cover gasket is located 
properly and carefully replace 
the gauge protective cover. 

E. Liquid Eduction Valve — See A 

above. 

. Sample Valve — Also called the 
bottom drain valve, it is used to 
tell when the car is empty of 
liquid. Inside the car a small 
diameter pipe extends to the 
very bottom of the car. 

. Thermometer Well—This is an 
open tube closed at the bottom 
end which extends well past the 
center of the car. It houses the 
thermometer used before un- 
loading to measure the tempera- 
ture of the liquid in the car. 
Temperature measurements are 
made in this way: 

Remove the plugged half union 
from the thermometer well. 
Lower the tank car thermome- 
ter to the bottom of the well, 
where it should be covered 
with a non-freezing liquid, 
kerosene. If the thermometer 
is not completely covered 
when on the botton of the 
well, add enough kerosene to 
cover it (approximately one 
pint). Never put water in the 
well. The thermometer must 
remain in the well at least 10 
minutes before being read. 
When ready, raise the ther- 
mometer quickly and read it 
at once. Do not remove the 
thermometer any farther than 
necessary. Record the tem- 
perature in writing. Always 
recheck this reading. And re- 
member that the thermome- 
ter must be tested periodically 
to insure its accuracy. When 
temperature readings are 
completed, remove the ther- 
mometer and replace the 
plugged half union on the 

- thermometer well. 

H. Excess Flow Valves—The gauge 
rod, sample line, both liquid 
eduction lines, and the vapor line 
are all equipped with excess flow 
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valves for your protection. If, at 
any time during the unloading 
of a car, any of these excess 
flow valves should slam shut, 
they can be opened by closing 
the shut-off valve in that line for 
a few minutes. The excess flow 
valve will make an audible click 
when it comes open. Then slowly 
reopen the control valve. Liquid 
eduction valves must be fully 
open or fully closed at all times 
or the excess flow valves in these 
lines cannot function properly. 
Do not use these valves for con- 
trolling flow rate. 


Preparing to Unload 

Interstate Commerce Commis- 
sion regulations require that before 
any connections are made to the 
car, caution signs must be placed 
on the track or car to give neces- 
sary warning to persons approach- 
ing from the open end of the sid- 
ing. The signs must remain in 
place until the car is unloaded and 
disconnected from the unloading 
connections. They must be of metal 
and at least 12 x 15 in..in size. The 
message must be either “STOP — 
TANK CARS CONNECTED” or 
“STOP — MEN AT WORK.” The 
word “STOP” must be at least 2- 
in. high. The letters must be white 
on a blue background. 

Brakes must be set and wheels 
blocked on all cars being unloaded. 

Break the car seal, remove the 
lock pin, and carefully lift the dome 
cover. Carefully measure the tank 
car outage and determine the tem- 
perature of the liquid in the car. 
While checking the outage, smell 
the escaping gas to confirm that it 
is odorized. Record this confirma- 
tion in the space provided on the 
tank car bills of lading. 

Refer to the proper outage tables 
(furnished by your supplier) for 
the car being unloaded. Turn to the 
proper table and opposite the out- 
age gauge reading you have just 
determined for this car, read the 
outage in gallons. (If you do not 
have these tables, contact your 
supplier and ask him to furnish 
them for all the cars he may ship 
to you.) 

Subtract this outage in gallons 
from the tank car shell capacity 
which is shown in the outage table 
index and is also stenciled on the 
tank car. The result is the actual 
liquid gallons in the car at the 


measured temperature. This is 
called the “gross gallons” in the 
car. 

To find the equivalent net gallons 
at 60 deg. F., the gross gallons 
must be multiplied by a volume 
correction factor. These volume 
correction factors are found in 
Table 1 of NGAA Publication 
2142-57, “NGAA Standard Factors 
for Volume Correction and Specific 
Gravity Conversion of , Liquefied 
Petroleum Gases.” (An abridged 
reproduction is in the “Handbook, 
Butane-Propane Gases,” published 
by BPN. A copy of the tables can 
be purchased from the NGAA of- 
fice in Tulsa. In the vertical col- 
umn under the specific gravity 
bracket which includes the specific 
gravity of the product in the tank 
car (shown on the notice of ship- 
ment you received on this car) and 
opposite the liquid temperature you 
just measured and recorded, you 
will find the volume correction fac- 
tor for this shipment. Multiply 
this correction factor by the “gross 
gallons” determined in the previous 
paragraph to get the net gallons at 
60 deg. F. 

The net gallons at 60 deg. F. in 
the car should closely approximate 
the net gallons shown on the notice 
of shipment. Occasional overages 
generally equal or exceed occasional 
shortages. In the event of a major 
shortage, for which a claim may be 
entered, DO NOT UNLOAD THE 
CAR. Recheck the gauging and the 
calculations to verify the shortage, 
then immediately contact your sup- 
plier. 


Unloading by Compressor 

The compressor creates a pres- 
sure differential between the stor- 
age tank and the tank car by with- 
drawing vapors from the storage 
tank and forcing them into the va- 
por space of the tank car. This low- 
ers the storage tank pressuré and 
increases the tank car pressure, 
forcing the liquid out of the tank 
car and to the storage tank. (Note: 
Oil lubricated gas compressors 
should be equipped with an oil mist 
extractor on the compressor dis- 
charge to prevent fuel contamina- 
tion with lubricating oil.) 

For proper unloading, the tank 
car pressure should be somewhere 
between 5 and 10 psig above the 
storage tank pressure, depending 
upon the distance between the tank 
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Unloading LPG tank cars 





car and the storage tank and the 
design of the piping system. If the 
pressure difference is too low, un- 
loading will be slow. If the pres- 
sure difference is too high, the ex- 
cess flow valves in the tank car 
liquid eduction lines may close and 
unloading will stop. Normally the 
unloading rate should be about 
2500-3000 gal./hr. The 5 to 10 psig 
pressure differential is based on the 
tank car and the storage tanks be- 
ing located at approximately the 
same level. If the storage tanks are 
much higher, the pressure differen- 
tial will have to be increased about 
1 psig for each 4-ft difference in 
elevation. 

The actual unloading should pro- 
ceed in this step-by-step fashion: 


A. Carefully remove the plugs in 
the liquid eduction valves and 
in the vapor valve in the tank 
car. 

B. Connect the liquid hoses to the 
tank car liquid eduction valves 
and the vapor hose to the tank 
car vapor valve. 

C. Open both liquid eduction valves 
slowly but completely. Then open 
all other valves in the liquid line 
working from the tank car to the 
storage tank. Open the storage 
tank filling valve slowly. Be care- 
ful not to open this valve too far 
if the tank car pressure is above 
the storage tank pressure or the 
tank car excess flow valve may 
slam. 

. If the tank car pressure is 
higher than that of the storage 
tank, do not open the valves in 
the vapor line or operate the 
compressor. When the rate of 
liquid flow drops to an unsatis- 
factory rate with the storage 
tank filling valve wide open, open 
the vapor valves between the 
tank car and the storage tank. 
Make sure the compressor four- 
way plug cock is in the position 
that allows the compressor to 
draw vapor from the storage 
tank and force it into the tank 
car. Then, start the compressor. 
With the tank car held at a pres- 
sure 5-10 psig above the storage 
tank pressure, the car should be 
emptied of liquid in three to five 
hours. A flow of gas instead of 
liquid through the sight flow 
giass in the unloading line indi- 


cates that the car is empty of 
liquid. Check this by opening 
the sample valve on the tank car. 


. After the tank car is emptied 
of all liquid, the valves in the 
liquid line should be closed, 
starting at the storage tank and 
working to the tank car. If you 
now desire to remove the vapors 
from the tank car, reverse the 
four-way plug cock at the com- 
pressor so the compressor will 
draw vapor from the tank car 
and force it to the storage tank. 
When the tank car pressure is 
reduced to about 25 psig, stop the 
compressor and close all valves 
in the vapor line. 


. After bleeding off the pressure 
in the hoses, disconnect both the 
liquid and the vapor hose assem- 
blies. Replace all the plugs in 
the tank car valves and the un- 
loading fittings. Lower the dome 
cover carefully and lock it in 
place with the locking pin. Re- 
verse the placards on the tank 
car to indicate that the car is 
empty. Remove the “Tank Car 
Connected” sign from the open 
end of the siding and furnish 
the railroad with return billing 
instructions. 


Unloading by Pump 

A tank car can be unloaded with 
a liquid pump but it is impossible 
to remove any of the vapors. For 
this and other reasons, the com- 
pressor is almost always used. The 
basic procedure for unloading by 
pump is the same as that for using 
the compressor — except that the 
pump is connected in the liquid line 
from the tank car to the storage 
tank. 

The vapor line between the stor- 
age tank and the tank car must be 
large enough to insure that the 
tank car pressure never drops ap- 
preciably below that of the storage 
tank. Otherwise, the pump may va- 
por lock and unloading will be diffi- 
cult, if not impossible. 

If, at the start of unloading, the 
tank car pressure is above the stor- 
age tank pressure, do not open the 
valves in the vapor line. The higher 
tank car pressure will then help the 
pump and unloading will be faster. 
Open the vapor valves only when 
the storage tank pressure is equal 
to the tank car pressure. 


Unloading by Gas Pressure 


Tank cars should never be un- 
loaded by gas pressure with non- 
condensible gases if a liquid pump 
or gas compressor can be used. At 
best, gas pressuring leaves the car 
filled with non-condensible gas 
which contaminates the next load 
and makes loading the car very dif- 
ficult. If gas pressuring must be 
used, the gas must be clean, dry, 
and non-corrosive. 

The actual unloading should pro- 
ceed in this step-by-step fashion: 


A. Carefully remove the plugs in 
the liquid eduction valves and in 
the tank car vapor valve. 

B. Connect the liquid hoses to the 
tank car liquid eduetion valves. 

C. Connect the repressuring hose 
to the tank car vapor valve and 
to the repressuring gas supply 
line. This line must have an ap- 
proved check valve to prevent 
flow of gas from the tank car 
into the supply system. 

D. Open both tank car liquid educ- 
tion valves slowly but completely. 
Then open all the other valves in 
the liquid line, working from the 
tank car to the storage tank. 
Open the storage tank filling 
valve slowly. Be careful not to 
open this valve too far if the 
tank car pressure is above the 
storage tank pressure—or the 
tank car excess flow valves may 
slam. 

. If the tank car pressure is 
higher than the storage tank 
pressure, do not open the tank 
car vapor valve or the valves in 
the repressuring gas supply line. 
When the liquid flow drops to an 
unsatisfactory rate with the 
storage tank fill valve wide open, 
open the tank car vapor valve 
and the repressuring gas supply 
valve. Maintain the tank car 
pressure 5-10 lb above the stor- 
age tank pressure by controlling 
the repressuring gas supply to 
the tank car. 

. A flow of gas instead of liquid 
through the sight flow glass in 
the unloading line indicates that 
the tank car is empty. This 
should be checked by opening 
the tank car sample valve. When 
the tank car is empty, shut off 
the repressuring gas supply. 
Then close all valves in the liquid 
line working from the storage 
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INSTRUCTIONS FOR GAGING 


GAGE ROO 


INTO PLACE. 


DRAWING. IF IN DOUBT 
PROCEDURE, CONTACT 


NOT HAVE INSULATION 





tank to the tank car. Close all 
the valves on the tank car. After 
bleeding the pressure from all 
the hoses, disconnect them. Re- 
place the dome cover carefully 
and lock it in place with the lock- 
ing pin. Reverse the placards 
on the tank car to show that it 
is empty. Remove the “Tank Car 
Connected” sign from the open 
end of the siding and furnish the 
railroad with return billing in- 
structions. 


Remember: 


Use only Class 1, Group D (explo- 
sion proof) lights, switches, mo- 
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LP-GAS TANK CAR DOME FITTINGS 





tors and other electrical appli- 
ances in the vicinity of tank cars 
being unloaded. 

Be careful when removing plugs or 
caps on tank car connections. 
Shut-off valves can leak or they 
may not be closed tightly. This 
will cause pressure to build up 
behind the plugs or caps. 

Do not place your head or body di- 
rectly over the tank car gauging 
device when releasing the hold 
down latch—high pressure may 
force the slip tube up rapidly 
and with considerable force. 

Be sure all loading connections are 
tight and that the purpose of 


each valve or fitting is under- 
stood before operating. 

Never tamper with safety relief 
valves on tank cars. 

Never place your head er face over 
the relief valve opening. 

Tag—with a “bad order” tag—any 
parts or fittings inside the tank 
car dome that are defective or 
work improperly. On the back 
side of the yellow tag, write a 
brief description of the trouble 
encountered. Then fasten the 
tag securely to the part caus- 
ing the trouble so it will be 
found and repaired before the 
car is loaded again. & 
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Save on city delivery 
and shufttie costs wit 


‘6l FORD TRUCKS 


NEW POWER AND DURABILITY 
WITH PROVEN 332 HEAVY DUTY V-8 


Ford’s 750 Series tilt-cab and conventional 
models provide the versatility, payloads, haul- 
ing power and economy to make them excep- 
tional city delivery and shuttle tractors. New 
power and chassis improvements make possible 
a big increase in maximum GCW .. . from 
42,000 Ib. to 50,000 Ib. 

The improved 200-hp 332 Heavy Duty V-8 
is now standard for greater performance, proven 
durability and low operating costs. Stress- 
relieved cylinder heads, 4-ring aluminum alloy 
pistons, sodium-cooled exhaust valves and 
tungsten-cobalt alloy exhaust valve seat inserts 
are typical of the heavy-duty features to be 
found on this engine for greater durability. 

Ford F-Series models now have a 102-inch 
bumper-to-back-of-cab dimension, with front 
axle set only 28 inches from bumper. This 
permits longer trailers within given over-all 


length and bigger payloads—especially in 
“bridge formula” states. The new independent 
mounting system for cab and radiator sepa- 
rates both from adjacent sheet metal assem- 
blies for greater durability. And radius rod-leaf 
type rear springs provide better axle alignment 
and longer spring life. The electrical wiring 
system has been improved for greater relia- 
bility. Chassis wiring is fastened within the 
frame web, away from mud, ice and snow. 

Ford C-Series tilt-cab design distributes more 
weight to the set-back front axle to increase 
payloads as much as 1,000 pounds. And fine 
maneuverability makes these units popular for 
congested traffic city runs. 

These units add greater flexibility to your 
operation because they can “‘pinch-hit”’ as line- 
haul tractors with their new maximum GCW 
of 50,000 Ib. 
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Ford's exclusive “lock-seam" radiator construction doubles the 
solder orea at key seams for greatly increased strength and longer 
radiator life. 


42% heavier-gauge sheet metal in fenders, hood, cab floor pon 
and toeboard gives greater strength and durability. Heavier-gauge 
metal on radiator tanks and header provides more strength, greater 
resistance to vibration, jolts and corrosion. 


independent radiator mountings, separate from front end sheet 
metal, mean that road shocks and shakes are not transmitted to the 
radiator through sheet metal. Tanks, tubes and connections last longer, 
require less maintenance 


“Horse collar” mounting, seated on resilient rubber at the center of 
frame cross member, soaks up any frame flexing . . . cuts wear and 
tear on entire cooling system 


Fender mountings, independent of both cab and radiator, eliminate 
stress transfers for greatly increased fender life. And only 8 bolts per 
fender allow easy removal for rapid service accessibility to engine orea. 


SAVE WITH 
NEW 3-POINT CAB MOUNTING 
Two outboard front mounts plus a 
centered “twin’’ rear mount provide a 
triangular system that holds the cab 
stationary while allowing the frame to 
move independently. This reduces 
strains for greater cab durability. 


SAVE WITH PRINTED 

ELECTRICAL CIRCUITS 
Ford’s printed wiring circuit is stand- 
ard on all Tilt Cab models. This system, 
designed for long life, eliminates the 
“under dash” tangle of wires, mini- 
mizes shorts and is color-coded to 
provide for easier repairs. 


SAVE WITH 
NEW ACCESSIBILITY 

New Parallel Action wipers clear a 
bigger windshield area. And convenient 
access panels to the wiper motors cut 
service time and expense. These de- 
pendable wipers are available on all 
Tilt Cab models. 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 
FORD DIVISION. Sma Melor Company. 
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New source for Hawaii's LPG: Asian oil 


LIKE MANY OTHER THINGS IN 
HAWAII, LPG now has a romantic 
background: A 7000-mile boat ride 
from the Far East or Near East, 
capped by a 26-mile trip around 
Pearl Harbor via the latest type 
transport. 

Until late last October, all crude 
oil (from which the LPG is ob- 
tained) originated in U.S. main- 
land oil fields. Final processing 
was done by Pacific Refiners Ltd. 
at Kapalama, a Honolulu suburb. 
The refinery is located just across 
the road from the LPG distributor 
in the islands, Isle Gas, a Honolulu 
Gas Co. subsidiary. A short under- 
ground pipeline delivered the prod- 
uct to the Isle Gas yard. 

But a new Standard Oil refinery 
has been built at Barber’s Point, 
on the southwest corner of the 
Island of Oahu, and now this fa- 
cility has been made the sole source 
of LPG for Isle Gas. On Oct. 26, 
a tanker of crude arrived at Barb- 
er’s Point from Sumatra, marking 
the capture of the Hawaiian market 
by Asian petroleum products. Since 
then, crude has come from both 
Sumatra and Arabia. The latter is 
7000 miles away. 

Within a week of its arrival, 
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the Asian product was traveling 
to the Isle Gas yard at Kapalama 
aboard the newest and biggest 
transport in Hawaii. Since then, 
the giant highway rig has made 
the 52-mile round trip twice a day, 
six days a week. 

Purchased especially for this job, 
the new truck* combines high ca- 
pacity and high maneuverability 
with light weight. At 10,500-wg 
capacity, it was reported by the 
manufacturer, Mississippi Tank 
Co., to be one of the largest LPG 
transports ever sent overseas. It 
was shipped from Mobile, 4500 
miles away, through the Panama 
Canal. 

The tank measures 55 ft long 
by 11 ft high. It was fabricated 
of T-1 steel, welded on automatic 
welding machines, with every joint 
being X-rayed. To augment the 
weight saving brought about by 
the use of T-1, the company made 
the tractor cab, frame, and trans- 
mission of aluminum. 

The truck has a special safety 
device, a system combining com- 
pressed air brakes with automatic 


* For a photo of the blimp being slung 
over the side of a freighter, see BPN for 
December, page 64. 


safety brakes which are actuated 
whenever pressure is lost on the 
regular air brake system. An un- 
loading connection cannot be made 
without dumping enough air pres- 
sure from the regular brake sys- 
tem” to actuate the safety brakes; 
therefore the truck cannot be 
driven away until the unloading 
connections have been completely 
disconnected and a covering door 
closed. 

Both the loading connections at 
Standard Oil’s new refinery and 
the unloading connections at the 
Isle Gas yard are jointed steel 
pipe. Both operations are at a 200- 
gpm rate, although the refinery 
loads through a 2-in. pipe and the 
yard unloads through a 4-in. pipe. 

Special unloading facilities in- 
stalled by Isle Gas include two 
compressors and a deep-well-type 
centrifugal pump. Since centrifu- 
gal pumps must normally be de- 
signed for a zero suction-head pres- 
sure and be located as far below 
the liquid level as is practicable, 
Honolulu Gas sunk the pump 6 ft 
below ground level to insure some 
positive pressure to the inlet. The 
200-gpm rate, incidentally, is at a 
75-lb pressure differential. Most 
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,.. looking ahead 


If you are scouting around for a more profitable operation 
it will pay you to look ahead and secure a Sid Richardson 
contract. 


With a Sid Richardson supply contract you protect your 
business and your profits because .. . 


We have no company-owned wholesale or retail outlets 
to compete with our customers. 


We have voluntarily lowered our customers’ contract 
price to meet competition. 


We have only one obligation — the success of our 
customers. Their success means our success. 


Std Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING ® FORT WORTH, TEXAS 
REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS 8. E. PATTON 

5123 NO. NEW JERSEY 3148 SANDEFER 6444 KERKES SO. 
ATwater 3-7463 ORchard 4-2965 WAlnut 7-6092 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNEAPOLIS, MINN. 
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The tremendous new transport unloads at the Isle Gas yard in Kapalama, a 
Honolulu suburb. Compressors and a deep-well pump are part of the new unload- 


ing equipment ut the yard. 


Into five of these 30,000-gal. storage tanks goes the LPG hauled by the new transport. 


Both of these photos were made as the transport completed its first trip. 


52 























r 











A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, Butane- 
Propane News, 198 South Alvarado 
St., Los Angeles 57, Calif. 





transfers will be accomplished by 
the two Corken’s compressors 
which transfer vapor from the five 
30,000-gal storage tanks to the 
truck tank, building up a pressure 
differential sufficient to move the 
gas at 200 gpm. 

Purchase of the new semi-trailer 
rig and the compressor pump 
equipment represents not only a 
procedural change, but also a fa- 
cilities expansion. And expansions 
are definitely in order, for Isle Gas 
sales have been increasing at the 
rate of about 600,000 gal per year. 

Three percentage figures signifi- 
cantly show the growth of Isle Gas 
sales over the last five years. In 
1956, they accounted for 16 per 
cent of total company gas sales. 
By 1960, that figure had risen to 
22 per cent. During the same 
period, Isle Gas customers in- 
creased 43 per cent from 8,153 to 
an estimated 11,649. Gas sales 
meanwhile were shooting up 70 per 
cent, from 2,631,000 gal to an 
estimated 4,481,000 gal. 

Where and to whom is this gas 
sold? The division between LPG 
and manufactured gas territories 
gets quite involved, varying con- 
siderably from location to location. 
Generally, however, it follows the 
standard pattern of rural and 
urban areas. 

One exception, and a big one, is 
the industrial market, 261 indus- 
trial customers using some 600,000 
gal during 1960. Biggest single 
industrial customer is Castle & 
Cooke Terminals,* a ship loading 
and unloading firm that used 128,- 
472 gal of Isle Gas in ’60. 

Biggest single customer, on the 
other hand, is a military housing 
project that used 162,783 gal dur- 
ing the year. Another big user, 
of an entirely different sort, is 
an orchard which consumed 27,674 
gal in weed-burning. 

Most usage is from cylinders, 
there being 2000 on Oahu, com- 
pared to only 60 bulk tanks. 


* For a story on how the company uset 
LPG in its fork lift trucks see “LPG 
Saves Castle & Cooke $421 per Forklift 
per Year,” BPN, January 1959, page 87. 
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Most popular regulator 


in the industry 


HERE’S WHY... 


Rugged construction in every detail 
for long, trouble-free life. 


Maximum effective area of strong 
sensitive diaphragm. 


Accurate, powerful, friction-free 
lever mechanism. 


Large, newly improved bug-proof 
vent. 


Sturdy, clean pipe connections 
\" inlet, %” outlet. 


Large orifice minimizes freeze-ups. 


IFT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT’S CONTROLLED BY... 


i 


FISHER GOVERNOR COMPANY Marshaiitown, ows SINCE 1880 
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¢ Looking for a safety secret? The eyes have it! 
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IF YOU ARE LIKE 95 in every 100 
U. S. drivers, you often need to stop 
quickly or swerve to escape an 
accident. These near misses prove 
you are practicing for an accident 
because you do not use your eyes 
correctly. 

Seeing is the secret to safe driv- 
ing. Years of study by safety ex- 
perts have pointed this out so con- 
clusively that they can give you 
a half-hour driving test, then pre- 
dict with considerable certainty 
how many accidents you will have 
in the future. They know most ac- 
cidents are caused by bad seeing 
habits. 

Seven in ten daytime accidents 
result from three seeing errors that 
rarely occur at night: 

1) At an intersection or drive- 
way, a driver fails to see danger 
from the side; 

2) He backs up blindly; or 

3) He crowds another driver 
while changing lanes or pulling out 
of a parking place. 

At night, headlights of oncom- 
ing cars warn drivers of these dan- 
gers. Nearly all night accidents are 
of three other types: 

1) A car hits a pedestrian; 

2) A car slows down and is hit 
from behind; 

3) A driver mistakenly steers 
off the roadway or onto the wrong 
side of the road. 

These accidents are unnecessary. 


practicing for an accident! 


A BPN Exclusive 


With correct seeing habits, you 
seldom make seeing errors and you 
snap out of them quickly. You can 
actually go five to ten years with- 
out once needing a tire-squeal stop 
to escape trouble! More important, 
you will have little chance of any 
kind of accident in your entire life- 
time! 

Unfortunately, every driver 
thinks he sees correctly. He may 
make repeated seeing errors and 
not know it. Most drivers blame a 
near miss or accident on bad luck 
or on the wrong moves of other 
people. 

The fact is that—even with 
faulty seeing habits—any driver 
may go for long periods with no 
more than an occasional near-miss. 
But sooner or later these habits 
will get him into an accident. It 
usually comes when he is dealing 
with a distraction that makes him 
extra slow to see danger—or when 
he meets a driver or pedestrian 
who has similar faulty habits and 
is facing a distraction. 

Most accidents occur under sup- 
posedly safe conditions because 
under these conditions a driver 
with faulty seeing habits is most 
likely to allow distractions to take 
his mind off driving. He is then 
driving by habit alone—and either 
his good habits will pay off or his 


bad habits will give him a nasty 


surprise. 


Five common distractions, either 
individually or in combination, are 
usually present when a driver 
makes a wrong move in traffic. 
They are: 

1) Route problems: Everyone 
travels a different route and 
many concentrate too much on 
how they will get to their des- 
tination. Over half of all acci- 
dents occur when drivers get 
too intent on a route problem 
and fail to see that they are 
blocking or crowding traffic. 
Usually, this happens when 
they are heading into or out 
of a parking place, attempting 
to turn at a particular corner, 
or looking for a sign or street 
address. 

2) Mental disturbances: You 

look with your eyes but you 

see with your mind—and many 
things cause your mind to pay 
less attention than it should 
to what you see. You're liable 
to make seeing errors when 
hurry and worry or when 
you are bored, tired, not feel- 
ing well, or lost in personal 
thought. These are all com- 
mon with the hurry habit— 
possibly the most frequent of- 
fense. Less common but just 
as dangerous as a mental dis- 

turbance is the alarm that a 

traffic conflict may arouse, 

causing you to set up a second 
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OFFICE 


WAITING ROOM 


FAR BETTER ff COSTS LOTS LESS 
THAN ORDINARY fies §9THAN CENTRAL 


GRAVITY go x FORCED-AIR 
WALL HEATERS HEATING SYSTEMS 


RIGHT IN THE MIDDLE WHERE 
THERE’S MONEY TO BE MADE 


* It’s vented for safety. (Vent is concealed.) %& Hides in the wall, takes no space at all. 
(Only 14” wide by 10” deep.) % You offer floor-level heat in one, two, or three directions. 
% Only a small grille shows on one side if you use fully-hidden installation method. *% Installs 
simply —the simplest, by just putting it against a wall. % Offer a choice of single or two-speed models. 


You can bet DAY & NIGHT has no special ax to grind in this area. DAY & NIGHT makes the best 
of both other types of heating equipment. But there's that fertile market in between where you can make a 
healthy profit. It’s the market that won't settle for “just heat” in a merely adequate, low-cost unit ~ yet can't 
(or won’t) pay for the long-run ductwork required by central forced-air systems. Where price is the prime 
consideration, you can sell the standard, single-speed model. The two-speed FA Panelray model should 
be your big seller. Its normal setting holds operation to a low flame, low speed level, stretching use of 
fuel and power over longer period for more even temperature. High setting allows burner and 
fan to respond to thermostat regulation for full-speed, full-flame operation. 

It fits your middle market perfectly! 


IT’S THE NEW 


DAY & NIGHT GO FA PANELRAY 


For complete installation specifications, write to: 
DAY & NIGHT MANUFACTURING COMPANY S55 ANAHEIM-PUENTE ROAD, LA PUENTE, CALIF. 
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How to drive safely 





conflict by a blind swerve or 
a panic stop. 


8) Scenery: This includes 
anything along the road that 
makes you curious and holds 
your eyes too long: an acci- 
dent, a speeding ambulance or 
fire engine, a shapely feminine 
figure, a flashy car, road-side 
lights, etc. 


4) In-the-car disturbances: 
Lack of seeing discipline will 
allow you to stare at a bee or 
fiy that got into the car, light a 
cigaret or check the gas gauge 
at the wrong time, or turn 
your head too much to talk to 
passengers. 


5) Unfamiliar driving tasks: 
City and rural driving, day 
and night driving, expressway 
and icy-road driving all re- 
quire a familiarization period. 
Any time you drive under 
abnormal conditions, your nor- 
mal habits can trap you. 
Among these abnormal condi- 
tions are: backing up (when 
most drivers fail to face the 
rear) and driving in another 
area or state, where unfamil- 
iar signs and driving customs 
are liable to confuse. 


While one or more of these five 
distractions usually is present 
when a driver sets up a traffic con- 
flict, the real cause is failure to 
carry out the key seeing jobs of 
driving. In a moving vehicle, you 
do not have time to see everything 
along the road or to think about 
what to do in a tight spot. The 
trick is to do those things that will 
enable you to read the traffic pic- 
ture in one quick glance and make 
automatic, correct decisions with- 
out thinking about them. 

The five key seeing jobs of driv- 
ing are: 

1) Aim high in steering; 

2) Get the big picture; 

3) Keep your eyes moving; 

4) Leave yourself an out; and 

5) Make sure they see you. 


All drivers do these five seeing 
jobs at least part of the time. But 
most take so long on each job that 
they seldom finish all five. And 
when a distraction comes along, 
they fail to do any of them for 
many seconds. 
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The five jobs must be continually 
practiced until they become habit. 


Aim high in steering. Because a 
driver sits left of center in his 
vehicle, in most cases he tries to 
keep extra space on his right. He 
hugs the left edge of his lane, 
steering by watching a short dis- 
tance ahead along the left edge of 
the lane. Occasionally, he may fix 
his eyes on an object near the 
right edge of the lane and veer 
far left to avoid it. Most head-on 
accidents on three-lane highways 
do not occur in the center lane, but 
in the far left lane. This is be- 
cause the passing driver allows far 
too much space on his right. By 
looking low, he may not look far 
enough ahead to see potential dan- 
ger or to keep himself in the 
proper lane. Sure.signs of failure 
to aim high under particular con- 
ditions are inability to keep in the 
proper lane on curves and refusal 
to dim headlights for oncoming 
drivers. The latter indicates he 
does not look beyond his head- 
lights, and therefore wants them 
to shine as far ahead as possible. 

To aim high in steering, you 
must: 

1) Steer by occasional brief 
glances well ahead at the center of 
your driving lane. Your vehicle 
automatically centers in the lane 
and your eyes can move freely. If 
the lane is open, there is no speed 
to veer away from objects along- 
side. 

2) On turns or curves, glance 
far ahead at the center of the in- 
tended driving lane. Do not look 
low at the ground, which could 
blind you to danger while turning. 
Traveling at a safe speed, you re- 
main in a safe turning path. 

3) At night, keep glancing well 
in front of your headlight beams. 
You see far beyond your lights 
and slow down automatically for 
poor visibility. Because your range 
of vision extends beyond your 
lights, you are not hesitant to dim 
them for oncoming cars. 


Get the big picture: All drivers 
think they watch well ahead; but 
most fix their eyes on the car just 
ahead. And when the road is clear, 
they often watch only a few hun- 
dred feet ahead. This is small pic- 
ture viewing. In daytime and at 
city speeds, it shows up mainly in 
an occasional abrupt stop or turn, 


in poor timing of traffic lights, and 
in failure to see tie-ups ahead soon 
enough to change lanes and avoid 
delay. The small picture habit has 
much worse results at night, at 
rural speeds, and on icy roads. The 
big picture can never be seen if 
you allow your sharp central vision 
to stay fixed on one object. It is 
your fringe vision—the upper, 
lower, and side parts of your eye- 
sight—that makes all judgments 
of speed, distance and direction. 

To get the big picture, you must: 

1) Allow more than one car- 
space ahead for each 10 miles of 
speed. You can thus watch well 
ahead for tie-ups and pick the 
lane that will avoid delays. When 
you do get near a vehicle ahead 
and cannot watch the larger 
scene, the unaccustomed closeness 
of the other car puts you on guard 
and you are ready with your 
brakes if they are needed. 

2) Glance at the ground near 
the wheels of the other vehicles, 
then shift your eyes. Like a box- 
er’s feet, a car’s wheels telegraph 
its next move. You instantly note 
changes in speed or direction of 
other cars. At night, you can’t see 
the ground near the other cars, so 
you naturally slow down, once you 
adopt this good seeing habit. 

3) Sweep your eyes over a full 
city block, and in the country, 
watch a half mile ahead. This 
depth of field enables you to see 
conflicts early, to see problems con- 
fronting other drivers, so you can 
predict what they will do. This 
good habit forces you to check far 
down the road to both sides when 
you start up at an intersection. It 
also enables you to pick the safest 
time to glance away from the road. 


Keep your eyes moving: When 
your eyes stay longer than two 
seconds on any part of the traffic 
picture that has no special inter- 
est, they take on a blank stare. 
Unless you quickly move your eyes 
again, you can head blindly into 
trouble. Gluing your eyes straight 
ahead blurs them, dulls your mind, 
and blinds you to danger from the 
sides and rear. Freeze your eyes 
on a conflict you were slow to see 
and you may head blindly for an- 
other one. 

To keep your eyes moving, you 
must: 

1) Dispose of .eye-holding prob- 
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RATING SCALE FOR USE IN 








Aim High in Steering 


; 


; 
g 


a 


EXCELLENT, 10 AVERAGE, 5 POOR, 0 


Does not regularly ‘hug left edge of lane or 
veer far left to avoid objects near right edge of 
lane. Does not refuse to use right-hand lane on a 
wide roadway when this lane is safe to use. 


FOLLOWS SAFE PATH ON TURNS 
EXCELLENT, 8 AVERAGE, 4 POOR, 0 


Watches well ahead on turns. Slows down 
enough to be safe in event of a sudden conflict. 
Starts right turns within three feet of right curb. 
Does not “‘cut short”’ left turns. Turns left across 

path of oncoming vehicle only if he has ample 
 fimme and has first checked left for obstacles. 


] CENTERS CAR WELL IN TRAFFIC LANE 


SEES DELAYS WELL IN ADVANCE 
EXCELLENT, © AVERAGE, 4 POOR, 0 


Sees traffic tie-ups ahead in time to avoid 
delay by changing lanes when possible. Sees 
problems facing other drivers so is expecting 
their next move (as when a driver swings out to 
pass a slow vehicle). Times traffic lights well— 
does not rush up to red light or hard stop 
when green light changes. DEN 


MAKES SMOOTH STOPS AND TURNS 
EXCELLENT, 12 AVERAGE, 6 POOR, 0 


Sees need for stop or turn well in advance. 
Gets brakes on early so makes smooth stops. 
Makes all turns at a safe and comfortable speed... .. 


{ gm DISPOSES OF HAZARDS PROMPTLY 


EXCELLENT, © AVERAGE, 4 POOR, 0 


When unsure of the intentions of someone 
along the road, adjusts or changes lanes or 
taps horn—or does all things if 
—to dispose of the problem so he can move his 
eyes again. 


CHECKS THE SIDES AND REAR 
EXCELLENT, 6 AVERAGE, 3 POOR, 0 


When halted for red light, checks sides before 
starting up on green. (If side view is blocked by 
vehicle beside him, lets this vehicle move first.) 
Checks rear mirrors each five seconds when 
traffic is ahead or behind. Checks rear instantly 
when he sees delay ahead. Checks rear before 
changing lanes or before a stop that could trap 








[aetver behind. 


WHAT YOUR SC 


SEEING-HABITS TEST 


EXCELLENT, @ AVERAGE, 4 POOR, 0 


Stays far enough behind vehicle ahead to see 
past it and to guard against sudden stop by 
driver ahead. Allows extra space ahead when 

“boxed in” or when another vehicle is close 
behind him or when behind a large vehicle that 
blocks his forward view. Does not drive near 
another vehicle if can get more space. 


SAFE SPEED NEAR INTERSECTIONS 
EXCELLENT, 12 AVERAGE, 6 POOR, 0 


Unless fairly close behind car ahead, adjusts 
speed on approaching intersections so could 
avoid a crash if a side-street driver failed to stop 
or an oncoming car turned left across his path. 
If close behind car ahead, is fairly safe from these 
dangers—but must adjust speed so he could 
escape if driver ahead made sudden stop or turn 
at corner. (Safe speed here depends on whether 
he has swerving space.) 


SAFE SPEED IN CURB LANE 
EXCELLENT, 6 AVERAGE, 3 POOR, 0 
Unless no possible conflict exists, keeps speed 
in curb lane lower’ than in other lanes. Is alert 
for estrians and for cars leaving parking spaces 
and driveways. In light traffic, avoids curb lane... — 


] KEEPS A STOPPING-SWERVING SPACE 


4 


8 AVERAGE, 4 POOR, 0 


When he must depend on a driver or pedes- 
trian to stay put, and is not certain this person 
sees his car and will avoid a wrong move, taps 
horn. Does it early so could stop if necessary... — 


]] arse 


| fe ot | 


EXCELLENT, 6 AVERAGE, 3 POOR, O 
car ahead, pate te to 

daear Pe r driver will see nin. Whee he 
drive al le another vehicle on wide bat van 
ts up where other driver will see him or stays 
~ 2 eae he could use brakes if other driver 
veered. 


MAKES SURE SIGNAL IS HEEDED 

EXCELLENT, © AVERAGE, 4 POOR, 0 

Gets in correct lane well ahead of turning 
point. Gives advance signal for turn if anyone is 


near who needs signal. Checks rear mirror to be 
sure signal is heeded. enuesanas 


TOTAL SCORE > : 








hour of your life. For a copy of “Training Your Eyes for Expert 
send 25 cents to the institute of Driver Behavior. 


How safely do you see? Have someone take ao half-hour drive with 


you and score you on this test. it could be the most valuable half Driving” 


lems by changing your speed or 
lane, or even blowing your horn. 
Sometimes, you might have to do 
all three to avoid staring at one 
traffic problem and blinding your- 
self to another. At night, pick a 
speed that enables you to move 
your eyes, rather than _ stare 
straight ‘ahead. On a long trip, 
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make occasional ten-minute stops 
to rest your eyes. When alone, do 
something to maintain the slight 
muscular tension needed for clear 
seeing: change your seating posi- 
tion often, whistle, chew gum, or 
talk or sing to yourself! 

2) Move your eyes each two 
seconds, especially when the road 


seems safe. Keep glancing near 
and far ahead and to both sides. 
The habit is restful to your eyes 
and forces you to adjust your 
speed to visibility, traffic, and 
weather conditions. Besides elimi- 
nating that blank stare, your rov- 
ing eye automatically keeps check- 
ing both directions at intersec- 
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TWO-INGH CAST IRON 





BOILER 


introducing a new idea 
in rapid heat transfer 





THERMAL Amazing Thermal * inne: sek 
Pins speed heat trans- * aociemmeanen 


OPTIONAL 
PINS fer from flue gases 
into boiler water. 











HOT SELLING FEATURE 


NEW BRYANT BOILER SECTION STUDDED WITH 


THERMAL PINS! 


Developed by Bryant research and field tested for a full year, Thermal 
Pins are cast into the section wall — inside and out. They extract 
more heat from the gases and transfer it faster into the water; 
better in heat absorbing properties than conventional design. 


8 FEATURES MAKE BRYANT EASIER TO SELL 


LIGHTER BOILER is made possible by the Thermal Pin design; 
is easier to handle in the shop and on the job. 


EASY ON FUEL. The new boiler responds quickly to the ther- 
mostat; has a shorter operating cycle; saves fuel. 


COMPLETELY PACKAGED UNIT — comes all ready to 
hook up. 


BUILT-IN WATER HEATER, factory 

installed, supplies plenty of hot water (3 to 

4.4 gpm) the year ’round. 

CONTOURED INTERNAL VANES 

(21 per section) also set up heating efficiency and strengthen boiler 
structure. Controlled water flow extracts all usable heat. 


EXCLUSIVE BRYANT DIAPHRAM GAS VALVE AND 
PILOT are still the standard of safety and performance. 


BRYANT CAST IRON BURNER. Efficient and quiet. 


CAPACITIES. 75,000 to 225,000 Btu. 


Join up with 








the company on the move Litt! 


BRYANT MANUFACTURING COMPANY « Indianapolis 7, Indiana 


NeW! BRYANT 


HYDRONICS MANUAL 


Developed for Bryant 

dealers. It takes the 
guesswork out of sys- 

tem design, proper 

boiler and pipe sizing; 

shows correct instal- 

lation methods that assure a 
highly efficient hydronic system. 
It will save you untold time, 
money and customer gripes. 


It’s available through your 
Bryant Distributor or Factory 
Branch. 


12 REASONS WHY DEALERS LIKE 


BRYANT 


1. Most Complete Line. 
2. Exclusive selling fea- 
tures. 3. Fast Delivery. 
4. Most flexible financing 
and credit aid. 5. On-the- 
spot counsel. 6. Sales and 
technical training. 7. Busi- 
ness management guidance. 
8. Local ad campaigns. 
9. Sound sales policies. 
10. National reputation. 
11. Gas air conditioning. 
12. Bryant’s financial 
strength. 
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tions, the wheels of moving ve- 
hicles, the steering wheels of 
parked cars (to see if they have 
drivers), and the rear view mirror. 
3) Check your rear view mirror 
each five seconds if any traffic is 
ahead or behind. Making this a 
regular habit makes it more natu- 
ral for you to always check the 
rear mirror before changing lanes, 
making a turn, leaving the curb, or 
making a slow down that might 
surprise the driver behind you. 


Leave yourself an out: Once you 
master the first three seeing jobs, 
you almost automatically leave 
yourself an out—a stopping mar- 
gin ahead and open space at least 
on one side 30 you can swerve 
away from sudden danger. With 
no swerving space, you need extra 
stopping space. This will come 
naturally if you see the big picture 
with your moving eyes, for you'll 
feel uncomfortable when close be- 
hind another vehicle, when hemmed 
in on both sides, or when a driver 
is close behind. You'll want to 
avoid hurried, impulsive moves and 
blend well in traffic—the acid test 
of a good driver. 

To leave an out, you must: 

1) Move up or drop back in 
traffic se you ride along as much as 
possible. You are safe if a tire 
blows or if near-by vehicles collide. 
Allow extra space ahead when on 
a slippery road, when another 
driver follows too closely, or when 
you lack a safe swerving place. Be 
ready to veer off the road if nec- 
essary, move to the right if a 
driver wants to pass, apply brakes 
early to give the driver behind a 
chance to stop. 

2) Reduce speed the instant 
your forward or side view grows 
limited. Slow down for hills, 
curves, bad weather, or when a ve- 
hicle ahead blocks your view. With 
open space ahead, danger is most 
likely to come from the sides, so 
you try to avoid the curb lane in 
light traffic, and reduce speed and 
watch for conflicts when near 
parked cars, intersections, and 
driveways. When starting up at 
an intersection with your side 
view blocked, creep ahead slightly 
and stop for a second look when 
the view improves. 

3) Be ready to brake or veer in 
doubtful situations. Reduce speed 
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when pedestrians, cyclists, and ani- 
mals are near your forward path; 
when the traffic light has been 
green a long while; when a driver 
on a side street aproaches too fast; 
when an oncoming driver weaves; 
or when he slows down at a place 
he might make a left turn. When 
being passed from behind, be 
ready with the brakes if the other 
driver cuts back in too soon. When 
a situation calls for letting up com- 
pletely on the accelerator, rest 
your foot on the brake after flash- 
ing your brake light enough to 
warn the driver behind but not 
enough to slow your vehicle. 


Make sure they see you: When 
you have made the previous four 
seeing jobs habit, you are instantly 
alert as you near a spot where you 
will need to depend on another 
driver or a pedestrian to stay put 
for a few seconds. Here, most per- 
sons make a serious error, assum- 
ing that the other person will stay 
put and counting on the law to 
protect them. When someone does 
make a wrong move, it means that 
he did not see your vehicle or he 
thought he could make his move 
safely. You must make certain he 
sees you and shows by his actions 
that he will avoid a conflict. If he 
doesn’t, warn him with a horn tap 
or a flick of your headlights. 


Make sure you are seen by: 

1) The driver or pedestrian 
halted near the side of your for- 
ward path. Unless you’re sure he’! 
stay put, warn him and have 
brakes ready. Turn on your lights 
early at dusk and use them on 
overcast days. 

2) The driver who might change 
lanes as you start to pass him. Is 
he nearing a point at which he 
might make a left hand turn? Is 
he behind a vehicle he might be 
about to pass? Is he near anything 
on his right that might cause him 
to veer left? Is he holding a 
steady speed and lane position? 
Unless you’re sure he'll stay put, 
delay passing. Before passing, tap 
horn, glance at ground near his 
left front wheel to check for veer- 
ing, then pass quickly. If you must 
travel alongside another car on a 
crowded multi-lane road, do not 
stay in the driver’s blind spot. Get 
up where he can see you, or move 
back where you will have room to 
use your brakes if he veers. 


8) The driver behind when you 
prepare to turn or slow down. Give 
an early signal and check your 
mirror to make sure it is heeded. 
In a surprise slowdown, warn the 
driver behind by pumping your 
brakes to flicker the brake lights. 


Test your seeing habits: Using 
the accompanying test form, have 
someone check your seeing habits. 
The best test would be a half-hour 
trip in moderately heavy traffic. 
Pick a busy route where vehicle 
and pedestrian problems are apt 
to occur rapidly. A good test can- 
not be made in light or bumper- 
to-bumper traffic. 


The scorer should be a compe- 
tent driver who has read this 
article. While watching traffic and 
your actions, he should talk with 
you about something not related to 
driving. He should also occasion- 
ally direct you to watch for a cer- 
tain intersection, turn at a certain 
corner, look for a certain address, 
stop at a certain spot for a mo- 
ment, etc. This helps him see how 
you drive while your mind is not 
concentrating completely on watch- 
ing traffic. He should point out 
seeing errors immediately after 
they occur. 


The test should continue long 
enough for the scorer to rate you 
on all twelve items. You rate an 
“excellent” only if you practically 
never make the error, an “aver- 
age” if you make it occasionally, 
a “poor” if you make it repeatedly. 
In case of real doubt, check “aver- 
age.” Highest possible score is 
100. If you rate over 86, you’re an 
expert driver. A score of 31 to 70 
puts you in the average group, 
which means you have lots of room 
for improvement. The scores are 
certainly not to be taken lightly, 
for a score of 50 means you should 
have a minor accident every four 
years, an accident with damages 
every 12 years, and an accident in 
which someone is killed or injured 
at least once in your life-time. 

Once your faulty seeing habits 
are pinpointed, one or two months’ 
practice on the correct habits 
should enable you to stop practic- 
ing for an accident! & 


Material for this article was provided by 
the Institute of Driver Behavior, “a research 
and training organization dealing with the 
psychology of seeing in safe motor vehicle 
operation.” Additional material can be ob- 
tained from the institute at 1380, Penobscot 
Bidg., Detroit 26. 
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porttolio 


What should be done about 


the electric heat threat? 


Is ELECTRIC 
HEATING a threat THE 
right now? Forty- 
two per cent of the DEALER 
LPG dealers con- SPEAKS 
tacted in BPN’s 
current Dealer Opinion Survey say 
it is. And another 37 per cent feel 
electric heating is liable to become 
a threat in the not very distant fu- 
ture. Those opinions were spelled 
out in the two preceding articles in 
this three-part series. 
What can be done about this 
threat? Most dealers seem to feel 
the salvation of the gas heating 
load lies in gas unity; but there are 
variations on this theme. On this 
and the following pages we pre- 
sent some of the more stimulating 
and constructive ideas for combat- 
ing this threat, as presented by the 
panelists. 


Cost is going to determine 
which fuel will do the job. We 
must watch the cost of electricity 
to make sure that the government 
does not subsidize electric heat- 
ing, or that an electric heating 
rate is set so low that the common 
electricity user pays the electric- 
heating customer’s bill— 

M. N. Allen 


The entire gas industry must 
fight together—with more pub- 
licity, better gas furnaces, and air 
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Should something be done on a national basis? 
Should the L.P. and natural gas industries get together 


for this effort? 


Should LPG dealers work with neighboring gas 


utilities? 


What can LPG dealers do on their own? 
What are they doing right now? 


cenditioners, etc. 

Electric utilities are giving an 
electric appliance as an incentive 
to install electric heating. I don’t 
know how, an LPG dealer can do 
this— W. W. Gresham, Jr. 


We need to tell our side of the 
story individually and _ collec- 
tively. I maintain that with equal 
insulation, we can cut their fuel 
bill in half. Our own record 
proves this. The trouble is that 
most of our customers do not have 
enough insulation and their gas 
bills are nearly up with electric 
heating bills— E. C. Stucky 


Certainly, the combined organ- 
ized effort of the entire gas indus- 
try would be desirable. 

We try to convince our custom- 
ers that “For heating, fire beats a 
wire”’— K. H. Koach 


This should definitely be a uni- 


fied effort on the part of the gas 
industries. It could well be the 
reason for encouraging the unity 
the gas industry should have ac- 
complished years ago. 

LPG dealers will have to be 
alert to every opportunity to sell 
all-gas homes to builders. They 
should also educate the public to 
the fact that gas is the same, in 
the city, in the suburbs, and in the 
country— John H. Paulding 


A joint effort by the L. P. and 
natural gas people to combat elec- 
tric heat nationally certainly will 
have some value in some areas. 

We are presently doing nothing 
to combat electric heat— 

Robert B. Sahagen 


All L. P. and natural gas com- 
panies should put on combined 
advertising programs. We have 
tried to split advertising costs on 
a statewide basis for about five 
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ON THE MOVE!! 


PROPANE FROM SINCLAIR'S EAST CHICAGO REFINERY IS READY FOR DELIVERY! 





The nation’s newest and most modern LP-Gas 
recovery unit is now in operation at Sinclair’s 
East Chicago refinery. The fully-automatic 
control and testing equipment assures produc- 
tion of the highest quality propane that meets 
all...and exceeds many NGAA specifications. 
Contracts are now being written to move this 
product to distributors in the mid-west market. 


Take advantage of all the EXTRAS you get 
when you become a Sinclair TRUFLAME 
LP-Gas distributor. Sinclair’s specialized engi- 
neering service; guaranteed delivery contract; 
highest quality product; and the tested TRU- 
FLAME 50/50 Advertising Program can help 
you boost your sales for greater profits. 

Don’t delay . . . Call TODAY !! 


Sinclour 


SINCLAIR OIL & GAS COMPANY 





Wisconsin-Illinois Sales Office 


LIQUEFIED PETROLEUM GAS SALES DEPARTMENT 
SINCLAIR OIL BUILDING « PHONE LU 4-0411 + TULSA 2, OKLAHOMA 


Clearbrook 9-0290—Arlington Heights, Ill. NORTHEAST SALES OFFICE + REgent 7-3332 - HARRISBURG, PA. 
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years but cannot get the LPG 
dealers or the natural gas distrib- 
utor to cooperate— 

Chester L. Kaufman 


We believe that in order to sell 
against electric heat, the biggest 
job is for the gas man to stay in 
close touch with the builder. Our 
company calls on every builder 
and heating contractor. We an- 
nually entertain both so we be- 
come friends with them. By so 
doing, we believe we have done a 
better job this year in combating 
electric heat than we did in the 
previous year. 

The hardest thing to do at this 
time is to show some of the people 
how wrong some quotations are. 
This is especially true in a new 
building, as they find that we are 
correct after the home has been 
built and they then wish they 
knew the facts earlier. My sug- 
gestion is that somewhere—pos- 
sibly at the university of Illinois 
—three identical homes be con- 
structed to develop comparative 
heating cost figures for LPG, na- 
tural gas, and electricity. A study 
of this type should be made by 
some university or testing labora- 
tory of national reputation so the 
results would not ring of preju- 
dice. . 

Possibly we might have to be- 
come insulation salesmen, as the 
electric industry has done. That 
way, we could sell a smaller sized 
unit and become more competi- 
tive— W. A. Schuette 


The L. P. and natural gas in- 
dustries should get together, both 
nationally and locally. LPG deal- 
ers should work with the local 
gas utility and local furnace in- 
stallers to promote gas heating in 
the fringe areas between the 
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W. A. Schuette Norman Hahn 
utility and dealer territories. 
Manufacturers should provide 
more dollars for national adver- 
tising and for local campaigns— 
Norman L. Hahn 


The sooner LPG dealers take 
electric appliances off their sales 
floors, the sooner we can discour- 
age electric heating— 

Ernie Knutzen 


The problem revolves around 
the ability of the electric utilities 
to get together and present a 
united, concentrated mass adver- 
tising effort. LPG dealers, on the 
other hand, are unable to unite 
and present the same team effort 
because in many cases they are 
competing with each other. 

In Montana, we formed a com- 
mittee to help present a united 
front against electricity. The com- 
mittee is from our Montana 
LPGA, and if it is successful, I 
will certainly recommend it to 
other state associations in the 
Northwest— John Wallace 


Gas heat must be promoted to 
the public to the extent that buy- 
ers will demand it in development 
homes. This must be done on a 
national basis —through archi- 
tects and developers. Since the 
LPG industry cannot afford the 
expensive advertising program it 
will take to do this job, it must tie 
in with the utilities. 

I have been working with con- 


= 


K. H. Keach 


bad Bieta 
John H. Paulding 


tractor friends to get heating 
jobs, but in many cases by the 
time you add electric air condi- 
tioning, you are out of line price- 
wise. We must have a good gas 
heating and air conditioning unit 
that will sell at a reasonable price 
and fit into a small space— 
Clem A. Childers 


It is rather hard to determine 
what can be done on a national 
basis. But in certain areas, any 
means of giving the public infor- 
mation about the operating costs 
of electric heating—especially as 
opposed to LPG—would be a step 
in the right direction. In cases 
where the LPG dealer gets to talk 
to the customer before it is too 
late, it is fairly easy to show the 
big difference in costs. 

One thing to stress is the fact 
that electric heating salesmen al- 
most insist that the customer do a 
super job of insulating before 
they will entertain any thought 
of installing their kind of heating 
equipment. This is a good sign 
that they realize that without all 
the efficient insulation, they would 
be licked. It’s an admission that 
their costs must be higher. 

One important factor which 
you do not hear too much about is 
that electric heat is almost en- 
tirely a rural deal—and that they 
are unable to prevent power fail- 
ures during storms. We have a 
real talking point in our non- 
interruptible gas heat— 

Gaylen Frey 


It would help if the gas indus- 
try could develop—and put on the 
market at a competitive price— 
an all-gas furnace with thermo- 
electric cells to run the fan and 
controls— George F. Anderson 


The answer is a national adver- 


tising program followed up on a 
local basis, with gas utilities and 


ual 


i aie 
Robert B. Sahagen Chester Kaufman 
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Le Canada and Minois 
Mississippi Tank delivery units 
increase profits for progressive operators 


These Mississippi Tank delivery units look different, being engineered to different 
specifications for particular needs, yet they have one thing in common: They’re 
both increasing profits for their owners! All Mississippi Tank delivery units are 
designed for top payloads and trouble-free service. There’s a model that'll make 
more money for you! 


This 2,600 water gallon Titan, Jr. 
delivers more gas than two of the 
old-type units in the Ruby Propane 
Gas fleet, Effingham, Ill. In addi- 
LP-GAS METERED SERVICE ™ tion, Mr. Jack Bennett, owner, re- 
Home Hearing; Teacron Fan ports that the excellent maneuver- 
ability of the Titan, Jr. allows his 
drivers to deliver over roads that 


they were previously unable to 


travel. 


From Montreal, Canada, Mr. 
Georges Langelier of Country Gas 
reports that this 1,500 water gallon 
Atlas has proven so profitable in his 
operation that he purchased a 2,300 
water gallon model recently. Al- 
though economy-priced, the Atlas 
features many outstanding design 
innovations that assure trouble-free 
service. 


: ‘ge 
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"Far fl details on Misisspi Tank profit designed equipment 
MAIL THE COUPON TODAY! 


SSS SSS SSSSSSSSSESSESEEEBEEEEEEEBEAE 


Mississippi Tank Co., Inc. BPN-2 
Hettiesburg, Miss. 
Without obligation, RUSH literature on 

() Delivery Units ( Transports 

[J Domestic and Bulk Storage Systems 





No 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hettiesburg, Miss. Juniper 3-0262 


Name 

Company 
Address 

City and State.. 
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THIS MONTH'S DEALER OPINION PANEL: 


M. N. Allen—Allen’s Bottled Gas Service, Presque Isle, Me. 
George F. Andersen—Andersen Gas & Appliance Co., Presho, 8S. D. 
C. R, Cavanaugh—Cavanaugh Bros., Las Vegas, Nev. 

Clem A. Childers—Sungas, Raleigh, N. C. 

Gaylen Frey—Modern Equipment, Inc., Michigan City, Ind. 

W. W. Gresham, Jr.—Gresham Petroleum Co., Indianola, Miss. 
Norman L. Hahn—American Propane Gas Co., Omaha, Neb. 
Frances L. Holliday—Cumberland Natural Gas Service, Tateville, 


Kentucky. 


Harry I. Horn—Harry I. Horn Co., Anaheim, Calif. 

Chester L. Kaufman—Blue Flame Gas Co., McCall, Idaho. 
Ernie Knutzen—Golden Gas Co., Golden, Coio. 

K. H. Koach—Green’s Fuel Inc., Sarasota, Fla. 

Bert J. Miller—Browns Propane & Appliances, Hardin, Mont. 
Curt Mosher—Bayless L-P Gas Inc., Damascus, Ohio. 

L. H. Parlett—The Arundel Gas Co., Edgewater, Md. 

John H. Paulding—-Ugite Gas Inc., Malvern, Pa. 

Robert B. Sahagen-——Robert B. Sahagen & Co., Inc., Rochdale, Mass. 
W. A. Schuette—Hausgas, Inc., Washington, Mo. 

E. C. Stuecky—Stucky’s Gas & Appliances, Geneva, Ind. 

John Wallace—Petrolane Gas Service Inc., Long Beach, Calif. 
T. B. Watkins—Anderson & Watkins, Roswell, N. M. 

Clyde Cheatum—Coleman Gas Service Co., Inc., Wichita, Kan. 


LPG 
tising. 
In lots of areas, dealers should 
consider getting into air condi- 
tioning as well as heating—to 
have a complete comfort condi- 
tioning package to compete with 
the package offered by electric 
power C. R. Cavanaugh 


dealers doing local adver- 


I feel that if the LPG dealer 
would sell his product, instead of 
its price (in comparison to other 
dealers), we would not have to 
worry too much about electric 
heating for some time. There are 
simply no salesmen in the LPG 
industry—at least in our area, 
and that includes our own com- 
pany, I am sorry to say. 

I do not think any LPG dealers 
in our area are doing anything to 
combat electric heating, The rea- 
son for this is pretty deep, I feel. 
The 2% cent to 4 cent margin— 
gross, that is—is not enough for 
anyone to get very excited about 
how much he will make by spending 
time working up new customers— 

Clyde Cheatum 


Greater attention should be 
paid to the architects and plan- 
ners. Here, the large utilities 
should step in. 
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The national advertising should 
be by the gas utilities and should 
have the great impact of electric 
advertising. Using more imagina- 
tion, selling should be on one or 
two dominant themes saying “Gas 
is better.” Prestige should be tied 
in— Harry I. Horn 


Something should be done on a 
national basis with the L. P. and 
natural gas industries getting to- 
gether, if possible. 

Dealers should work with local 
utilities, they should keep up their 
advertising promotions— 

Bert J. Miller 


The L.P. and natural gas in- 
dustries should get together to 
combat electric heat— 

Curt Mosher 


All members of our gas indus- 
try should so sel] themselves on 
gas that they spend 100 per cent 
of their time in selling, installing, 
and giving super service on the 
very best gas heating and air 
conditioning systems available. 
LPG and natural gas should work 
together—not for all activities, 
but to correlate the work each is 
doing. 

Our two companies are doing 


their best to sell good heating 
jobs, to make sure that our cus- 
tomers have 24-hr service avail- 
able and that their heating and 
LPG systems stay in working con- 
dition all winter. This is our 
strong point. Also, we have taken 
some advantage of the electric in- 
dustry’s insistence on insulation 
—we are now able to require some 
in old houses— 

Frances L. Holliday 


We have had cooperation in the 
past on promotion, etc., with the 
Washington Gas Light Co., even 
though they are somewhat beyond 
our area. During one 12-month 
period, we split the cost with them 
on an area billboard program 
with all boards located in our 
area. Their idea was to ring the 
city with co-op billboard advertis- 
ing; but the program was discon- 
tinued because other LPG opera- 
tions around Washington did not 
choose to go along. 

It is impossible for us to co- 
operate with the local utility be- 
cause it is a combination com- 
pany. As long as combination 
companies are as influential as 
they are in AGA, etc., national 
cooperation will be hard to 
achieve because they hate L. P. 
gassers. 

I believe the manufacturers of 
gas heating equipment can do a 
lot by continuing their programs 
of developing better and better 
and better equipment. 

The other big thing is the cost 
of LPG for heating. In our area, 
it is marginal. We find it hard to 
retail for less than five cents per 
pound. This is rough when oil is 
14 cents per gallon and electricity 
is 1% cents per KWH. Fuel oil 
has been pushed out of the city 
by natural gas and the oil folks 
are fighting for business in the 
very area in which we operate. If 
we could sell gas for heating at 
3% to 4 cents per pound, we 
would cut into their market 
deeply. Until we can sell for that 
price, we will be restricted to the 
space heater ard the occasional 
central-fired job-- L. H. Parlett 
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TLC’ dryer control 
thinks for itself 


see all She does is 


Sef th 
© d> 
Ine, 


$ 

s 
Robertshaw TLC* dryer control he Want ee 
does for the laundry . 
what automatic cooking 


has done for the kitchen! 


Robertshaw’s TLC* dryer control automatically 
determines evaporation taking place by measuring 
temperature drop of 2ir passing through wet clothes 
..- Calculates with extreme accuracy the amount of 
drying required for any size load, any fabric, any 
mix. Temperature is gradually reduced as clothes 
approach desired dryness. When set dryness is 
reached, heat is turned off for gentle fan-cooling. 
Results: tender, loving care for even the daintiest 
things, because: 
e TLC eliminates drying time guessing . . . there 
is no timer 
TLC dries everything from single handker- 
chief to full load 
ILC drying temperatures safe for all fabrics .. . 
any mix 
TLC prevents over-drying . . . and reduces 
tumbling wear 
TLC delivers cool, dry clothes . . . wrinkling 
reduced 
TLC is as simple to operate as your range 
oven control 
In short . . . TLC dries clothes safely . . . in the 
least amount of time . . . economically . . . auto- 
matically . . . and without a timer . . . not even a 
hidden one! Specify Robertshaw TLC control on 
your 1962 dryers. vwar7ee 


... the name that MEANS temperature control 


ROBERTSHAW THERMOSTAT DIVISION 
Robertshaw-Fulton Controls Company 
Youngwood, Perinsylivania 
Canadian Affiliate 
Robertshaw-Fulton Controls Company, Limited, Toronto 


“Trade Mark — Robertshaw TIMER -less control system for any dryer 
(available on 1962 dryers) 
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Gas infra-red heaters help keep 


defense planes at the ready line 


J. ARTHUR THOMPSON 


THE PLANES OF THE AIR DE- 
FENSE COMMAND must be ready for 
service at any and all times. Along 
the Northern border of the United 
States, where it gets so cold that 
the mercury sometimes shivers in 
the bulb, keeping planes at combat 
readiness can become a problem. 

Hangars or “Ready Aircraft 
Shelters” are comparatively large 
and very hard to heat. Unless there 
is heat iii winter, servicing planes 
becomes extremely difficult and un- 
der some conditions, adequate ser- 
vice would be almost impossible. 

This is the problem that faced 
the Facilities Support in the office 
of the Deputy Chief of Staff for 
Civil Engineering, Air Defense 
Command. 

A firm of consulting engineers, 
Henningson, Durham and Richard- 
son, Inc., was called in to survey 
the problem and present recommen- 
dations. The survey and research 
work, including site investigations, 
was conducted at six Air Force 
bases in the northern part of the 
country. 





(Nothing herein shall be construed as 
an endorsement by the United States Air 
Force of any products mentioned.) 
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LPG-fired equipment beats electricity 
in both first cost and operating expense 


to win nod from Air Defense Command 


The engineers very quickly de- 
termined that a minimum spot 
heating in Ready Aircraft Shelters 
was a necessity. 

In their opinion, convection or 
air handling units would not be 
satisfactory. Complete heating 
could not be provided because of 
the high heat loss of the buildings; 
spot heating was the obvious an- 
swer. Both doors must be open at 
the same time, so blowing of warm 
air to the floor from the heights 
necessary for hangar service would 
be very difficult and probably not 
economically feasible. 

It was recommended that infra- 
red heating generated by either 
gas or electricity be used. These 
rays are similar to the rays of 
the sun and warm only bodies that 
absorb them and not the air 
through which they pass. 

It was determined that the ser- 
vicing jobs done in these shelters 
were at certain points on the planes. 
By having the heaters placed on 
each side of the area where work 
was done, these areas can be warm- 
ed and men working on the planes 
are comfortable without regard to 
temperatures in the other areas of 
the building. It was determined 


that eight heaters would be re- 
quired in each shelter. 

Careful research was done and 
detailed estimates were made as 
to costs of installation and opera- 
tion at each base for each of 
the three forms of fuel finally 
considered: electricity, natural gas 
and L.P. gas. Naturally these costs 
varied somewhat from base to base, 
depending on local conditions. 

Electric rates varied from 0.9 
cents to 1.5 cents per kwh. Natural 
gas, where it was available, varied 
in price from 65 cents to 87 cents 
per Mcf. At the time of the survey, 
firm prices on propane were not 
available, but inquiries indicated 
a rate of 14 cents per gal. in trans- 
port lots. 

The number of heating hours 
from Oct. 1 to May 1 was taken as 
5088, or an estimated 8710 therms 
per shelter per season. Conversion 
equivalents were: 1 therm equaled 
0.1 Mcf, of natural gas; 29.3 kwh 
of electricity; 1.09 gal of propane. 

Detailed estimates were made for 
each of the six bases surveyed. 
Natural gas was not available at 
three of them. 

Estimated average costs per base 
for installation were: 
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“the best 
cost-cutter and 
business- 
builder we’ve 

-ever discovered. 





‘| wouldn’t take our radio out now if it cost twice what it did.”’ 
That's how Victor Lagrange, president of Home Gas and Fuel 
Co., Inc. of Lake Charles, Louisiana feels about Motorola 2-way Motorola Communications & Electronics, inc. 
racio. His records prove that savings in mileage and phone onal cuss atten esdiieondsit 
bills alone, more than pay for his radio—so that means the 4501 Augusta Boulevard, Chicago 51, Illinois 
savings in driver time and the resulting additional business 
can be counted as profit. And Mr. Lagrange has found new 
accounts easier to open and old ones easier to hold since he 
can provide swift, reliable radio dispatched service. You owe Name Nic 
it to yourself to find out how Motorola 2-way radio can cut your 
costs—add to your profits. Get a demonstration soon. 


GET THE COMPLETE PROFIT STORY—MAIL THIS COUPON TODAY Address ____—Phone______ 


WS MOTOROLA 22y 


0 Mail me full fact kit on 2-way radio 


OD Have representative telephone for appointment 


Company ._.. Me. of Vehicles ____. 


City Zone___ State___. 














To save time and tubing, order these new RIREID Tubing Cutters today! 
Your Supply House has them! 
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New Tubing Cutters 


RIZeID No. 205 Tubi 





ng Cutter 


Time-Saving, Slide-to-Size Ys” to 2%” O.D. Capacity 


Made of lightweight, high- 
strength cast aluminum alloy, 
you'll find these new ritetp 
Tubing Cutters extra handy. 
Slight push on handle of large- 
size-range Ritatm> No. 205 
snugs cutter wheel against 
tubing . . . locks it in position 
until released. Feed screw fully 
protected and enclosed .. . 
always feeds into tube with 
easy handle turn. . . can’t jam 
with chips or dirt. Wheel gives 







quick, clean cuts of copper, 
brass, aluminum tubing and 
thin-wall conduit . . . no burr. 
Grooved rollers give easy flare 
cut-offs without tubing waste. 
Tubing always turns freely on 
2 of 4 Rollers. Rollers smooth 
tubing ready for soldering. 
Fold-in reamer always handy. 
Spare cutter wheel in handle. 
Wheel for plastic and alumi- 
num pipe available for No. 
205 only. 


Conform to Fed. Spec. GGG-C-771b Type II1—Class I—enclosed feed mechanism 


RIiEze&ID No. 105 
Tubing Cutter 


Protected Feed Screw 
Always Easy-Turning 
Ye” to 1Ve”’ O.D. Capacity 








Infra-red heaters 





Electricity $59,800 
Propane $49,083 
Natural gas (where 

available) $43,563 


Piping from mains was included 
in natural gas costs and an 
18,000 gallon tank was included in 
propane costs. 

Estimated average costs per base 
for operation per season were: 


Electricity $11,178 
Propane $ 5,315 
Natural gas $ 2,774 


Panelbloc heaters were selected 
as the most suitable for the particu- 
lar problems encountered. They 
have a totally enclosed heat ex- 
changer, are vented and are ap- 
proved for hangar installation by 
the National Board of Fire Under- 
writers. 

Each heater has a 100,000-Btuh 
capacity output. They were in- 
stalled with thermostats mounted 
on the lower side and wired so they 
may be turned on or off in the pairs 
which bracket each area to be 
heated. They were installed over- 
head with a minimum of 22-ft 
clearance above the floor. 

While still considered as experi- 
mental installations, to date these 
have worked in a satisfactory man- 
ner. Costs have been about as 
estimated. A longer period of 
operation will be necessary before 
a final evaluation can be made. 

As a result of experience to 
date, recommendations have been 
made to the manufacturer for a 
few minor structural changes, par- 
ticularly in the hoods of the 
heaters. 

Natural gas installations have 
been made at Glasgow AFB, Mon- 
tana; Selfridge AFB, Michigan, and 
Minot AFB, North Dakota. Propane 
installations have been made at 
Duluth AFB, Minnesota; Grand 
Forks AFB, North Dakota; and 
Kincheloe AFB, and K. I. Sawyer 
AFB, both in Michigan. 
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How LPG 
fights 
air pollution 


Whether it's smog, smoke, or smell, air pollution is whatever 
is offensive to the public. The eyes and the nose are the best 
instruments for measuring it, and transit officials who fail to 
recognize this fact cannot hope to find a satisfactory solution. 


AS A PUBLIC ISSUE, air pollution is almost as be- 
clouded as the atmosphere it infects. Science was 
rather slow to investigate its causes and possible 
remedies, for until the growth of our cities, with their 
pollution-forming industrial and social activities, made 
it a nuisance worthy of notice, there was little appar- 
ent need for research. 

Besides, the public has little understanding of the 
subject. Individuals tend to view it in the light of 
their own experiences: like the legendary blind men 
and the elephant, they regard as air pollution only that 
particular kind to which they have been exposed. 

For example, people who lived in Pittsburgh or St. 
Louis before the age of smoke abatement would make 
air pollution and smoke synonymous. People in Los 
Angeles tend to think of air pollution as smog. People 
in London would also class it as smog, yet their smog 
is very different from the Los Angeles type of smog. 

Each is correct in his interpretation, up to a point. 
Air pollution is all of these—plus. It includes, for in- 
stance, dust from grinding operations. But in today’s 
complex society, the kinds of pollutants that are get- 
ting the most attention—since they are most closely 
related to the development of society itself—are the 
products of combustion. 

This type of air pollution is a difficult one to abate. 
You can’t outlaw the activities that cause the pollu- 
tion. (Automobiles are surely here to stay!) The best 


A BPN Exclusive 


FEBRUARY, 1961 


that can be done is to prevent these activities from 
giving off pollutants, or at least reducing the amounts 
given off to an acceptable level. 

In the search for remedies, the most obvious 
solution is always this: switch to a non-polluting 
fuel. Finding such an ideal fuel and making it eco- 
nomically available are the most difficult steps in 
effecting the switch. 

One perplexing difficulty is that some “remedies” 
are really not remedies at all. They simply would 
substitute one form of air pollution for another. Obvi- 
ously, in so doing, the best they can hope to promise 
is “the lesser of the two evils.” Even then it’s not 
always too clear as to whether the remedy actually is 
the lesser. It may be the greater. 

Onv thing can be said, however: In all these searches 
for cures, LPG invariably comes up for consideration. 
Its clean-burning characteristics mark it as an impor- 
tant agent for abatement: in some applications, the 
cure is almost a complete one, in others it is at least 
a definite improvement. But even in the latter cases, 
it is abundantly clear that LPG would not replace one 
form of air pollution with another. This is a claim 
that certainly could not be made for diesel or other 
fuels. 

In many power applications, indoors and out, the 
key to the sale is air pollution control. For LPG 
dealers to be able to make the most intelligent presen- 
tation on the subject, it is important that they know 
something about air pollution—what it is and how the 
use of LPG can reduce it. 
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First, what is air pollution? The 
phrase has been defined! as an all- 
inclusive term covering the entire 
scale of pollutants — smoke, dust, 
mists, odor, carbon monoxide, and 
other non-smog-forming gases, and 
even smog itself. 

Air pollutants are classified as 
aerosols or gases. An aerosol is a 
minute particle of matter, so small 
that it can remain suspended in the 
atmosphere for a long time. Aero- 
sols diffuse light and therefore blur 
our visibility. 

There are four types of aerosols 
—smoke, fumes, dusts, and mists. 
Smoke contains both liquid and 
solid particles. It is the unburned 
product of incomplete combustion. 
It may be emitted to the air from 
the burning of rubbish (Los 
Angeles banned backyard incinera- 
tors several years ago, as a smog 
abatement-measure), the industrial 
burning of coal or heavy petroleum 
products, or from the exhaust pipes 
of motor vehicles. 

Fumes are solid particles, gen- 
erated by the condensation of va- 
pors from solid matter after vola- 
tilization from the molten state, or 
by sublimation, distillation, calcina- 
tion, or chemical reaction. They are 
emitted to the air by many manu- 
facturing processes. . 

Dusts are solid particles, re- 
leased chiefly by grinding, drying, 
sawing, or dusting processes. 

Mists are liquid particles (e.g., 
fog and steam). Industrially, mists 
are released mainly in spraying, 
coating, and impregnating opera- 
tions. An organic mist from auto 
exhaust is formed in the atmos- 
phere by the action of sunlight on 
olefinic hydrocarbons and nitrogen 
oxides. (This organic mist, as we 
shall soon see, is what people in 


(1) “Air Pollution and Smog,” «Air Pollu- 
bmg Foundation, 2556 Mission St., San Marino, 
al. 
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Los Angeles—and to a lesser extent 
in San Francisco, New York, and 
certain other large cities — call 
smog.) 

The following gases, some of 
which contribute to smog, are also 
air pollutants: nitrogen oxides, 
ozone, sulfur dioxide, carbon mon- 
oxide, hydrocarbons, aldehydes, 
acids, and several gaseous inorganic 
acids. 

Two of the aerosols—fumes and 
dusts—can quickly be eliminated 
from our discussion, since neither 
is a product of the burning of a 
liquid fuel. Smoke, being the prod- 
uct of any incomplete combustion, 
may be given off by the burning of 
fuels in internal combustion en- 
gines; the particles in it may or 
may not be contributors to Los 
Angeles-type smog. As defined, a 
fourth aerosol, inorganic mist, is 
a smog-maker. 

Let’s see, now, what makes Los 
Angeles-type smog. To have it, you 
must have intense sunlight, for the 
chemical composition of smoggy 
air is brought on by a “photochem- 
ical” reaction. That is, the sunlight 
converts the pollutants in the air 
into certain compounds which at- 
tack the eyes, offend the nose, and 
reduce visibility. 

This sort of thing can happen 
anywhere, given particular types 
of pollutants (those that emanate 
from internal combustion engine 
exhaust) and sunlight. But the po- 
tential smog-forming pollutants 
will dissipate quickly if you have 
sufficient air movement. The big 
problem in Los Angeles is that 
normally you don’t have this air 
movement. The city lies in a 
“basin,” surrounded by mountains. 
During the day, prevailing ocean 
breezes gently move the pollutants 
inland, but not fast enough (or far 
enough) to prevent smog from 
forming in the basin. In the down- 


town area, the air becomes smoggy 
in the morning and doesn’t become 
clear until afternoon. In the east- 
ern suburbs, the mornings are 
clear, the afternoons, smoggy. 

Ordinarily, too, the air that is 
laden with pollutants rises, but 
Los Angeles frequently (other cities 
less frequently) has a peculiar at- 
mospheric condition called “tem- 
perature inversion.” At some dis- 
tance from the ground there is a 
layer of warm air, which overlays 
the cooler ground air and prevents 
it from rising. This acts as a lid 
over the polluted air, holding it in 
the basin. 

Today, moving about this atmos- 
pheric environment are more than 
three million vehicles, each burning 
an average of two gal. of gas daily. 
Engine operation and losses inci- 
dental to production, storage, and 
distribution of gasoline result in 
the release of more than 2000 tons 
of hydrocarbons each day, along 
with 9700 tons of carbon monoxide, 
450 tons of oxides of nitrogen, and 
lesser quantities of other combus- 
tion products. Studies show that 
these emissions represent more 
than 80 per cent of all hydrocar- 
bons, 90 per cent of all carbon 
monoxide, and well over half of all 
oxides of nitrogen given off by al! 
sources.” 

Now let us stress that volumes of 
pollutants, given off in other large 
cities, could also form smog if 
given the “right” atmospheric con- 
ditions. One reason the problem is 
so much more critical in Los 
Angeles than elsewhere is that no- 
where else are there so many vehi- 
cles in operation. Some day there 
will be! 

These are the compounds that 
form L.A.’s smog, and here, in 
brief, is how:! Nitrogen oxides are 
formed by all combustion. When- 
ever anything is burned, some of 
the nitrogen in the air combines 
with some of the oxygen to form 
nitric oxide (NO). This gas in 
turn combines with more oxygen to 
form nitrogen dioxide (NO,). 

Under intense sunlight, nitrogen 
dioxide reacts with olefinic hydro- 
carbons to produce eye irritation, 
visibility reduction, and other man- 
ifestations of “smog.” 

When nitrogen dioxide absorbs 
energy from the sun, it breaks up 
again into nitric oxide and oxygen. 
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This single atom of oxygen, aided 
by the presence of olefinic hydro- 
carbons in the atmosphere, com- 
bines quickly with an oxygen mole- 
cule (O,) in the air to form ozone 
(O,), another pollutant typical of 
smog. 

There is one other component of 
smog—aldehydes. This is a class 
of compounds containing carbon, 
hydrogen, and oxygen, and may be 
formed as a result of incomplete 
combustion or from the action of 
sunlight on nitrogen dioxide and 
olefinic hydrocarbons in the atmos- 
phere. This latter phenomenon 
produces acrolein and formalde- 
hyde, two smog components that 
have been found to be major eye 
irritants. 

Let’s remember, now: Even if 
these are the only gases that con- 
tribute to L.A.’s smog, they are 
not the only gases that are pollu- 
tants. Another is carbon monoxide. 
As Chambers says,” “While carbon 
monoxide has never been connected 
with the photochemical formation 
of smog, its toxicity and its abun- 
dance in exhaust gases give it a 
unique position as a primary air 
pollutant in its own right. The 
recent adoption, by the California 
State Board of Public Health, of a 
quality standard for ambient air 
well below levels of CO frequently 
experienced in Los Angeles, has 
made it morally, if not legally, 
mandatory to reduce the total 
amount released. 

“It is estimated that about 9720 
tons of CO enter the Los Angeles 
atmosphere daily from all sources. 
About ... 91 per cent comes di- 
rectly from the tailpipes of auto- 
mobiles. . . .” 

As is well known, the city, and 
Detroit engineers, have been work- 
ing desperately to eliminate or at 
least reduce to acceptable levels the 
amount of smog-producing pollu- 
tants given off by automobile ex- 
hausts. This they would do by con- 
verting pollutants into less harmful 
compounds. 

There are other possible “solu- 
tions,” however. One would be to 
enforce the use of an alternate 
fuel. LPG has been considered, but 
the obvious difficulties of supply 


(2) Figures quoted from 


Francisco, Jan. 16-18, 1960. 
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and the costs and inconvenience of 
dual-fuel systems have ruled it out 
for general use in passenger cars. 

Another proposed substitute fuel 
is diesel. To the layman who iden- 
tifies diesel smoke with smog, this 
idea sounds ridiculous on the face 
of it. But evidence from reported 
research (still, we believe after a 
search of the literature, inconclu- 
sive) indicates that diesel gives off 
only a small amount of hydrocar- 
bons, including the culprit olefins, 
and relatively small amounts of 
carbon monoxide. 

On the other hand, they also give 
off eye-and-nose irritating alde- 
hydes. 

As a total answer, diesel would 
also fail. It’s inconceivable that 
anti-smog officials would try to jam 
the necessary $3500 to $4000 in- 
vestment down the throats of 
Southern California motorists. 

In public vehicles, this cost is not 
an insurmountable problem, so in 
recent years, city fathers have 
turned to diesel buses. And not too 
long ago, extensive work was done 
on dieselizing cabs in the area. 
Recently, the transit officials bought 


some additional diesel buses. 

This is not the right answer, a3 
anyone who has lived with diesel 
buses and trucks will tell you. The 
smoke they give off is highly offen- 
sive. The aldehyde odor of diesel 
exhausts is not something to be 
taken lightly. The heavy droplets 
in the smoke settle on automobiles 
in the vicinity, spotting windshields 
and ruining the metal finish. 

As the Air Pollution Foundation 
says,’ “Any discussion of air pollu- 
tion (as distinguished from actual 
smog) would be incomplete without 
pointing out that offensive odors 
are as bothersome to some persons 
as eye irritation is to others... . 
After all, the only good measuring 
device for odors is the human nose 
and the only measuring inatrument 
for eye irritation is the human 
eyeball, ... 

“Odor control is important be- 
cause, although many disagreeable 
odors constitute only a nuisance, 
certain intense odors may produce 
nausea, and persistent odors that 
regularly disturb sleep can inter- 
fere with our well-being.” 

Thus diesels would not be a solu- 





FOR TRUCKS, CARS, MOTORS 
INSTANT STARTING. An automatic choke device attuned to your 


regulator, chokes off air to cause gas flow, giving quick starts in 
any weather. 


LP GAS 
ADAPTER 


ALL-NEW 
1961 MODEL 


ECONOMIZER 


DIE-CAST 
MECHANISM 


VENTURI PRINCIPLE. Four venturi sizes to give best fuel-air mixture 
control for any popular six or V-8 engine, most power at all speeds. 


INSTALLED SIMPLY, easily. Set adapter on top of your carburetor 
for combination LPG-gasoline operation, or get our Silver 25 


Carburetor for LPG. 


WRITE for Form 1277, or see your J&S jobber. 


icAY CARBURETOR COMPANY 


e DALLAS 


S 


TEXAS © Phone Riversid 





for long wear 


low vibration 


fast pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
Vanasil or 
Aluminum 


Pistons—jump 


MINNEAPOLIS- 
MOLINE 

“U"' Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 








LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept /ow... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”". Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
~also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 
MACHINE SHOP 


DEPT. B-39 PONTIAC, fLL. 
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Air pollution 


tion to air pollution. As the Air 
Pollution Foundation says, “The 
public is entitled to abatement of 
the diesel’s smoke and odorous 
aldehydes.” 

And as Chambers put it when 
discussing the diesel taxicab tests, 
“They did smell as diesels smell, 
raising a real question as to the 
desirability of substituting one 
esthetic insult for another... .” 

Furthermore, there has _ been 
some evidence that aldehydes are 
one source of the eye irritation that 
accompanies smog. Aldehydes are 
also believed to be toxic to plant 
life. 

Yet, despite these well-consid- 
ered opinions, Los Angeles goes 
blithely ahead, burning diesel fuel 
in its buses and incurring public 
resentment. Even if there were 
conclusive evidence that diesels 
would abate the smog problem (and 
there isn’t), the mere fact that 
people think diesels cause smog 
should prove that it is a source 
of irritating air pollution. 

Transit officials who continue to 
order diesel buses are failing to 
heed the down-to-earth words of 
the Air Pollution Foundation: 
“The only good measuring device 
for odors is the human nose and 
the only measuring instrument for 
eye irritation is the human eye- 
ball.” 

In other words, the public is the 
final judge of what is irritating. 

Officials might best hark back to 
the specifications which were laid 
down in the Chicago Transit Au- 
thority’s franchise several years 
ago. In effect, the franchise re- 
quired that every possible effort be 
made to reduce smoke and odors. 


With these specifications as a man- 
date, the Authority adopted LPG 
buses some 10 years ago. 

That this was a popular move has 
been proven many times. The pub- 
lic likes LPG buses, and time and 
again when chartering a bus for a 
special use, people have made it a 
point to ask for them. 

So transit officials should bear in 
mind that smog is only one aspect 
of air pollution in the context we 
are considering. Nose-and-eye ir- 
ritation is an equally important 
aspect. And a third is carbon 
monoxide production. 

CO is the by-product of inefficient 
combustion. Hence, it is largely 
controllable by proper maintenance, 
particularly maintenance of igni- 
tion and carburetion. And proof 
that LPG-fueled engines are easier 
to maintain is overwhelming. CT A’s 
own records bear this out, covering 
as they do 35 million miles of ex- 
perience over 10 years, with a fleet 
of 1548 propane buses. 

In view of all this, it is difficult 
to understand why the Los Angeles 
Metropolitan Transit Authority and 
other utility operators persist in 
their efforts to purchase diesel 
equipment. Diesels are sources of 
air pollution, for air pollution is 
much more than smog. 


Air pollution, in other forms, is a 
critical matter in enclosed spaces as 
well as outdoors. Next month, we 
will discuss the “inside story” on 
how LPG Fights Air Pollution. @ 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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REPAIR YOUR OLD NOZZLE 


Parts and adaptors are in stock 
For information ask 


PARKHILL-WADE 


475 Huntington Drive, Son Marino, Calif. 
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How Richmond company 
keeps its customers happy 


Maybe it’s only natural, since 
the company is of Southern ez- 
traction and Southerners are not- 
ed for their courtliness, but what- 
ever the reason, Bottled Gas Corp. 
of Virginia (Richmond) is famous 
for its good customer relations. 

We asked Otto Williams, the 
company president (and LPGA 
v.p.), to tell us why. He set forth 
the following reasons: 

* Letters of appreciation are 
sent to new customers. 

* A warranty on appliances pur- 
chased from us is mailed or, when 
possible, delivered personally. 

* “Range Exchange Programs” 
have been set up in the public 
schools. A new range is furnished 
to any school, free of charge, for 
its home economics department. At 
the end of the year the old one is 
taken back and replaced with a 
new one. 

* Cooking demonstrations for 
the home economics classes in the 
high schools in our area are held 
as often as time permits. (See 
BPN, July, 1959, page 95.) 

* Cooking demonstrations for 
home demonstration clubs are held 
regularly. 

* Discounts are given to 
churches and other charitable in- 
stitutions that buy appliances from 
us. 

* An easel on the cashier’s coun- 
ter reads: “Tanks of Thanks. We 
appreciate your business.” 

* Employees are shown films 
and given booklets on customer re- 
lations. 

* The company’s monthly publi- 
cation, “Heat Flamer,” emphasizes 
to all employees that the company 
is judged by the attitude of each 
employee in dealing with the pub- 
lic. 

* Trucks and salesmen’s cars 
are kept in as neat a condition as 
possible. 

* The credit department has 
been redesigned so that it has a 
more pleasant appearance—and its 
name has been changed to “Cus- 
tomer Accounts Department.” 

* Contributions are made to 
various civic and school publica- 
tions in the form of advertising 
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space. 

* Members of our organization 
participate in civic activities and 
charitable campaigns. 

* Careful and courteous driving 
by all employees using company 
vehicles is insisted upon. 

* The switchboard operator 
greets every call with a “Good 





morning” or “Good afternoon, 
Heatflame.” 

* Favors such as water bottle 
caps are given to church groups 
for their special meetings. 

* Managers are encouraged to 
make personal calls on customers 
whenever complaints are received. 

* Prompt service is given in 
case of trouble, and to improve this 
phase of the business, a two-way 
radio system has been installed in 
our trucks, 

* Twenty-four-hour service, 365 
days a year is maintained. 


E.G. Wolf, Jr., 


Supervisor Plant Engineering 


Hussmann Refrigerator Co , S 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 77, 78. 


New Products and 
Free Literature 


Portable outdoor grill 
has gas ignition 
Circle 1 on Readers’ Service Card 


Controlled cooking heat and gas 
ignition is featured in this portable 
outdoor grill (GEC 240). A web of 
gas jets heats the charcoal-like ma- 
terial to broiling temperature in 
less than five minutes, producing 
the true “charcoal-broiled” flavor. 
Gaslight, Illinois, Inc. 


L.P. gas carburetion system 
designed for small engines 
Circle 2 on Readers’ Service Card 


Main components of this new 
Ensign system are the CVS vapor- 
izer and CR carburetor-regulator 
(GEC 100). Designed for fork-lift 
trucks and other similar equipment 
powered by small engines, the sys- 
tem features electrical control, sim- 
plified installation, automatic 
chokeless starting and tamperproof 
design. American Bosch Arma. 


76 


Microglas top burner 
thermestatically controlled 
Circle 3 on Readers’ Service Card 

Emitting a 3-micron 
ray, this Microglas top burner 
(GEC 240), is thermostatically 
controlled with input of the burner 
at approximately 8000 Btu. Cook- 
ing through a glass cover or plate 
protects the burner from spill 
overs. Hardwick Stove Co. 


infra-red 





Gas wall furnace is 
improved in performance 
Circle 4 on Readers’ Service Card 


Improved performance is claimed 
for this new gas wall furnace 
(GEC 420). It features controlled 
radiation by means of a shield, 
providing radiation to the sides as 
well as in front of the unit, and 
contains a temperature control sys- 
tem. Heat is radiated over an area 
of 120 deg. providing a wider area 
of radiant heat. Temco, Inc. 


Power reclaimed in 
all-hydraulic hoist system 
Cirele 5 on Readers’ Service Card 


The all-hydraulic hoist system 
featured in the new straddle truck 
carriers reclaims power formerly 
lost in the levers, links, sprockets 
and chains of mechanical lifting 
arrangements (GEC 485). One 
model of the carrier is equipped 
with a 153-hp., V-8 LP-Gas engine. 
Hyster Co. 


Portable spot heater 
features safety guard 


Circle 6 on Readers’ Service Card 


A safety guard is an integral 
feature of this portable spot heater 
(GEC 410), designed for use in 
hard-to-heat areas. Made of heavy 
gauge steel, the heater is rated at 
80,000 Btu input per hour. It is 
available with manual positive vari- 
able turn-up and turn-down con- 
trols and automatic shut-off. Union 
Chill Mat Co. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
: ‘ about items that interest you, circle the corresponding 
: by DMIWAC . : number on the Readers’ Service Card, then PRINT 
* : your name, title, company and address PLAINLY and 
for high speed ; é : 
: drop the card in the mails. No postage is needed. 
5 ae Service to you 


Your inquiries’” ‘e 
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New two-way radio 
mounts under the dash 


Circle 7 on Readers’ Service Card 


A 15-watt version of Transicom 
two-way radio (GEC 140) for use 
in the 144-174 mc band has been 
devised to mount under the dash. 
Special speaker built into the front 
panel directs the sound to the driv- 
er’s ear. Allen B. Du Mont Labora- 
tories. 


Colored-coded click positions 
offered in gas range 
Circle 8 on Readers’ Service Card 


This 1961 gas range, designed 
for safety and performance, fea- 
tures simmer flame, Uni-burners 
which have color-coded click posi- 
tions and provide any degree of 
heat from low to a rapid boil flame. 
(GEC 240). Magic Chef. 


Separate controls prevent 
cool drefts and hot areas 
Circle 9 on Readers’ Service Card 
New roof-mounted heating and 
cooling unit is availablein5-ton, 714- 
ton, and 10-ton sizes. it is operated 
by individual thermostats, thus elim- 
inating cool drafts and hot areas 
(GEC 020). Vector Engineering 
Contractors, Inc. 
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Ultra-modern gas lamp shows 
improvements in performance 
Circle 10 on Readers’ Service Card 


“Satelite” is a complete break- 
away from old-fashioned traditions 
of gas lamp design. Design fea- 
tures give increased brightness and 
efficiency (GEC 470). Exposed 
metal parts are non-corrosive alu- 
minum. Humphrey Products. 


Sealing Compound safe for 
any threaded unit 
Circle 11 on Readers’ Service Card 


A corrosion - resistant sealing 
compound has been designed to ac- 
company products for assembly of 
threaded fittings or gaskets (GEC 
730). Sample and new literature 
can be obtained describing this 
sealing compound, which is recom- 
mended for highest of thread tem- 
peratures. Armite Laboratories. 


Lower fuel costs with 
infra-red heating 


Circle 12 on Readers’ Service Card 


L. P. gas energy is converted to 
infra-red heat energy on a catalyti- 
cally active metal screen. Surface 
temperatures are controllable be- 
tween 800 and 1500 degrees (GEC 
410). Catalytic Combustion Corp. 
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L. P. gas salamander 
has automatic shut-off 
Circle 13 on Readers’ Service Card 
This new series of salamanders 
gives high heat output—up to 150,- 
000 Btu at 10 lbs operating pres- 
sure—with all the safety features 
of lower pressure models (GEC 


410). Units have automatic safety 
shut-off. Weldit Inc. 


Electronic air cleaner 
for residential field 
Circle 14 on Readers’ Service Card 


This new electronic air cleaner 
is a compact, highly flexible two- 
stage unit with efficiencies ranging 
up to 90 per cent (GEC 350). It 
can be installed easily with any 
type of forced air heating or cool- 
ing system. Minneapolis-Honeywell 
Regulator Co. 


Vapor equalizing valves 
provide maximum strength 
Cirele 15 on Readers’ Service Card 

Types E101 and E103 vapor- 
equalizing valves were designed for 
use in ASME storage containers, 
bulk plants and on delivery trucks. 
Both valves are brass forgings with 
heavy cross section. (GEC 820). 
Fisher Governor Co. 
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IS THIS YOUR PROBLEM? 


“Will advertising in my community actually bring 
me any additional business? If so, what medium should 
| use?” 


“Advertising can be one of your most potent weapons 
for increasing profits — but only if you use it correctly, 
recognizing both its strengths and its weaknesses.” 


(FROM THE UTN SHIRTSLEEVES SERIES*-—-VOL. 1) 


Every businessman who offers a product or service to the public for 
sale is persistently plagued with several questions regarding the never- 
never land of advertising, and LP-gas distributor-dealers are no exception. 
They need specific, understandable answers to specific questions before 
committing the expense involved. 

Can I afford to advertise? How much should I spend on advertising? 
Should I advertise whether my competitors do or not? What should I say 
in my advertising? Which advertising media are best for my business? 

Are there any REAL answers to such questions? 

Yes, there ARE specific answers, taken from the pages of practical 
experience and profitable application. But first, —— what are you selling? 

You are selling products and services that immediately and directly 
affect your customers’ health, safety, welfare, comfort, convenience and 
pleasure — so you're dealing with them on the most personal levels you 
could find. 

Therefore, your advertising should reflect in every way your complete 
awareness of this personal side of your business. Your public will look 
to you with more, or less, confidence, trust and respect — only as your 
service and your communications reflect your personality, your integrity 
in the community. 

This means, in advertising, to take a close look at what you say to 
the public, how you say it—and what media you use. Simply stated, 
selecting the “best” medium for each individual depends on (1) the 
aggressiveness and helpfulness of the medium itself; (2) on selecting a 
medium wherein the advertiser can afford to expose his message con- 
sistently, over a period of time; (3) recognizing what the medium can 
be expected to do— and what it can NOT be expected to do. 


* (To aid its dealers and friends, Union Texas Natural has pre- 
pared a special booklet — “The Use of Local Advertising in the 
LP-Gas Business” — and a copy is yours free of charge or obliga- 
tion. Write today, or ask your UTN sales representative.) 
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$1000.00 Reward!" 


Assures you of Superiority 
of HIDY Degree-Day Recorder 


Gallons Par tiile df Lease it for $95 


We'll give $1,000 to any individual who first brings us acceptable proof that 
any other Degree-Day Recorder is more accurate, easier to install and simpler 
to maintain than the Hidy Degree-Day Recorder. Save up to 30% of trucking 
and bookkeeping costs. Leading firms report more gallons per delivery; fewer 
trucks do the same job, using the Hidy Degree-Day Recorder and Degree-Day 
System. Write for Bulletin F—Today! 


HIDY-BROWN RECORDER CO. S78 ,five, Mile Road 














Portable gas heater 
has extra-high capacity 
Circle 16 on Readers’ Service Card 


Designed to produce large 
amounts of usable radiant heat for 
unheated indoor work areas or as 
supplemental heat for “hard to 
heat” areas, this 100,000-Btu port- 
able heater is 36 in. high, 18 in. in 
diameter and weighs 50 Ibs (GEC 
410). Space-Ray Corp. 


New device to detect 
explosive vapor mixtures 
Circle 17 on Readers’ Service Card 


A new instrument for detection 
of dangerous or explosive vapor 
mixtures has been devised prima- 
rily for use aboard boats, may also 
be used in industrial locations. 
Within seconds, the two platinum 
wire sensing elements contained 
will react to the presence of vapors 
and indicate conditions on the 
meter (GEC 540). Engelhard In- 
dustries, Inc. 


Chemical melts ice, snow 
30 times faster than salt 


Circle 18 on Readers’ Service Card 


Snow and ice are melted in- 
stantly with this new improved 
chemical (GEC 500). The white 
pellets out-melt salt with 30 times 
the thawing capacity at 0 deg. F. 
Revere Chemical. 
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SEE WHY THESE PUMPS 
CUT BULK TRANSFER COSTS : 


SPECIAL DESIGN FOR HANDLING LP-GAS 


Close tolerances give high efficiency. 
Direct connection to standard electric motor — 
saves speed reduction costs. 
Longer life — no service attention needed. 
Easy to pipe — have straight through flow. 
Safest, most trouble-free mechanical seal. 
Superior construction — top efficiency maintained longest. 
Exchange pump plan — no time lost from service. 
Pumps expertly repaired and tested. 
Underwriters’ or standard models available. 





For delivery truck service 
where flexibility is desirabie. 
20 GPM at 500 RPM or 
35 GPM at 900 RPM 

model TC-H 





MORE FUEL DELIVERED 
FASTER AT LESS CosT! 


Flanges optional 


For average 

truck service 

50 GPM model TC-2 
Flanges Available 


at less cost than unions. 





Our ads 
never stretch the truth, 
just your dollar 


For “high flow” 
delivery truck service 
100 GPM model TC-3 
Flanges Available 





:§ 
\\MITH 


MUrray 2-2293 and MUrray 2-2691 


PRECISION PRODUCTS COMPANY 
1135 Mission Street, South Pasadena, California 


Q: 


Southeastern Distributor: Pond-Jehnasten inc. Warehouses in Mobile, Ala.; Jacksonville, Fia.; 
Western States Distributor: Teece Products, inc., 3920 West Burbank Bivd., Burbank, California. 


all 


For trucks with 
automatic transmission 
50 GPM model ATC-2 
100 GPM model ATC-3 


"iy 
Will G1 all small tanks 


as fast as any larger pump. 
100-ib. cyts. in 4 minutes or less, 





20-tb. cyis. in | minute or tess, 

fork tift tanks ne ‘ 

10 GPM models EC-1. EG-!, 
MC-1, and GC-1. 

15 GPM model EC-H. 








For small volume transfer work. 
26 GPM model MC-1044 
35 GPM model MC-1044H 


For medium volume transfer. 

50 GPM model MC-2 

or MC-2@ (higher pressure, 
euiet running) 








For large volume transter 
100 GPM model MC-3 
Flanges Available 





For high capacity loading 
150 GPM model MC-4 
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New products 


Gaseous hazards 
prevented by new device 
Circle 19 on Keaders’ Service Card 


Protection against hazards due 
to failure of gas flow to a process 
or heat-treating furnace is pro- 
vided by the new Flo-Alarm. This 
device can be adapted to all meters 
ranging from 0-10 CFH through 
0-80,000 CFH (GEC 190). The re- 
lay contacts, contained in the con- 
trols, handle 10 amps at 110 volts. 
Waukee Engineering Co., Inc. 





Midget detector monitors 
large combustion applications 


Cirele 20 on Readers’ Service Card 


Electronic detection of flame-out 
and immediate shut-down of com- 
bustion facilities is achieved with 
the new combustion programming 
control for medium-to-large instal- 
lations of 300,000 Btu and up 
(GEC 190). The control features 
a midget ultraviolet detector tube 
which reacts instantaneously to 
presence or absence of flame. Gen- 
eral Controls Co. 
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3106 West 61 St., Cleveland, Ohio 


Make a 
PROFITABLE 


CONNECTION 


TO THE BIG 


COMMERCIAL AND 
C1) INDUSTRIAL HEATING 


MARKET WITH 


PANELBLOC 


Overhead gas-fired infra-red radiant 


“Heat Like the Sun”, and may be 
furnished to use LP gas as fuel. 
Installation is fast, and your own 
crews can de the job. No electri- 


Panelbloc warms the floor, objects 
and people — not the surrounding 
air. 


Panelbloc is entirely automatic in 
operation. Just set the thermostat 
for years of healthful, draft-free 
care-free heating, 

Write for Bulletin 

PC 1-60 W today 


PANELBLOC 


DIVISION 


THE BETTCHER 
MANUFACTURING CORP. 








FREE LITERATURE | 


Water-heater sizing manual 
Cirele 21 on Readers’ Service Card 
A 6l-page manual simplifying 
sizing procedures for commercial 
water-heaters is now available 
(GEC 860). Among the subjects 
covered are the AGA approvals, 
water temperature equivalents, etc. 
Republic-Transcon Industries, Inc. 


Gas chromatograph brochure 
Circle 22 on Readers’ Service Card 


GC-2A gas chromatograph is dis- 
cussed in a 16-page brochure (GEC 
670). A detection system of the 
thermal conductivity. filament type 
is employed in the instrument. The 
system makes the instrument ex- 
tremely valuable for trace analyses. 
Beckman Instruments, Inc. 


“Easy to use" catalog 
Circle 23 on Readers’ Service Card 


Valley Industries, Inc. has pub- 
lished a 68-page “easy to use” 
booklet covering cylinders, carbu- 
retion, pumps, hose assemblies, 
valves, regulator assemblies, reels 
and meters, brass fittings, copper 
tube, fire extinguishers, vaporizers, 
tool and service supplies (GEC 
450). 


Gas vent installation 
Circle 24 on Readers’ Service Card 


This bulletin, second in a series 
dealing with venting problems, tells 
of the use of Type B double-wall 
metal vents in place of Type C 
single-wall pipe for vent connectors 
(GEC 840). Gas Vent Institute. 


Transfer pump bulletin 
Circle 25 on Readers’ Service Card 


The simple, quick and economical 
operation of John Blue L. P. gas 
transfer pump and hose assemblies 
is described in this new bulletin 
(GEC 660). Proper operation and 
care give finer service over a long 
period of time. Farmers Tool and 
Equipment Co. 


Boiler rating check list 
Circle 26 on Readers’ Service Card 


A clean burner keeps your boiler 
clean, thus operating more effici- 
ently (GEC 410). A complete check 
list to help you rate your boiler 
and obtain better operating per- 
formance is now available. Cleaver- 
Brooks Co. 
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E-PRESIDENT, AND HIS FATHER, HAROLD, PRESIDENT, BOWMAN GAS & O}L CO., GULLIVER, MICH., TEXACO DISTRIBUTORS 


“Our Texaco LP-Gas thru-put 
increased 100,000 galions 
last year, for a total of 1-mil- 
lion gallons. We get depend- 
able, on-time deliveries. Also, 
we like to do business with 
the Texaco people. They’re 
jobber-minded—have worked 
with us all the way for 20 
years. That’s why we sell the 
best... Texaco.” 


Why you can grow 
with Texaco 
1. You have a promising future with 
Texaco, because Texaco is jobber- 
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minded. Proof: 842 Consignees and 
Distributors have been with Texaco 
over 20 years, some over 45 years. 
2. Profitable and proved sales poli- 
cies. Texaco does not compete with its 
independent Distributors of LP-Gas. 
3. Immediate acceptance. Texaco LP- 
Gas is sold under the nationally- 
known trademark, the famous 
Texaco red star with the green “T.” 
4. Dependable and efficient delivery in 
a new fleet of tank cars, from 31 stra- 
tegically located production areas. 
5. A product of highest quality — 
moisture-free. 

TEAM YOUR NAME with Texaco 
and profit. Send coupon today: 
Texaco Inc., LPG Sales Division, 


be 


P. O. Box 2420, Philtower Bidg., 
Tulsa, Okla.; 3350 Wilshire Blvd., 
Los Angeles, Calif.; Texex, 237 
Seventh Avenue, West, Calgary, 
Alberta, Canada. 


erne 


| would like complete information about the pos- 


sibility of becoming a Texaco LP-Gas Distributor 
NAME 

STREET 

CITY 


STATE 





Free literature 


Two-way radio bulletin 
Circle 27 on Readers’ Service Card 


A line of two-way radio equip- 
ment with both transistor power 
supplies and vibrator-dynamotor 
power supplies are described in 
General Electric’s new bulletin 
(GEC 140). Also described is the 
low battery drain transistorized 
line. 





Control valves catalog 
Circle 28 on Readers’ Service Card 


An 8-page catalog contains com- 
plete information on sliding gate 





and plate control valves (GEC 
820). The valves are available in 
sizes from % in. to 6 in. OPW- 
Jordan Corp. 


Lubricated valves bulletin 
Circle 29 on Readers’ Service Card 


Step-by-step instructions for lu- 
bricating and servicing Rockwell- 
Nordstrom valves appear in a 
three-color, 8-page bulletin (GEC 
820). 


Exhaust fumes literature 


Circle 20 on Readers’ Service Card 


Oxy-Catalyst, Inc. describes the 





He" GS-BOSS foe Safely! 


“GJ-BOSS" GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations. All parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- 
tween stem and spud forms washerless, leakproof seal. Sizes Ye" to 6", 
inclusive. Also available in washer type, Style W-16 and companion 
“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and 
Distributors of industrial Rubber Procucts. 


DIXON 


GENERAL OFFICES & FACTORY 


PHILA 


Viedve & Coupling Co 





different applications for reducing 
exhaust fumes in a new four-page 
booklet (GEC 790). It features 
problem-solution case histories of 
exhaust purifier installations on in- 
dustrial vehicles. 


Water heater selection guides 
Circle 31 on Readers’ Service Card 


The problem of “how big a water 
heater to get” is solved by using 
the performance rating chart in 
the water heater selection guide 
available from American-Standard 
(GEC 860). 


AZ governor data 
Cirele 32 on Readers’ Service Card 


The Reliance type AZ zero gov- 
ernor (GEC 700), described in a 
4-page bulletin, is constructed for 
maximum sensitivity at extremely 
low pressures. This bulletin also 
lists the major operating and de- 
sign features. American Meter Co. 


Dishwasher sanitation chart 
Circle 33 on Readers’ Service Card 


Accurate selection of the com- 
mercial water heater to supply 
enough sanitizing rinse water for 
each classification of dishwashing 
machines has been simplified by 
the use of an equipment selection 
chart (GEC 860). Ruud Manufac- 
turing Co. 


Welding torches described 
Circle 34 on Readers’ Service Card 


The Oxweld W-45 and W-47 
welding torches capable of welding 
any metal thickness from 28 gage 
sheet to heavy plate are described 
in a new 8-page booklet. This new 
booklet (GEC 870) also describes 
the unique features of the torches. 
Linde Co. 


Booklet on hose 
Circle 35 on Readers’ Service Card 


Industrial hose style selection is 
now charted in an easy-to-read, al- 
phabetically arranged booklet, Bul- 
letin No. 627. Listed are 112 sepa- 
rate liquids and gases (GEC 430). 
Aeroquip Corp. 


Complete LPG catalog 
Circle 36 on Readers’ Service Card 


A complete and up-to-date whole- 
sale catalog of LPG parts and 
equipment has been published re- 
cently. The 72-page catalog is di- 
vided into eight divisions and will 
fill any L. P. gas requirement. 
Fine Products Co. (GEC 450.) 


BUTANE-PROPANE News 








~ NOW A NEW CORKEN COMPRESSOR 
FOR THE EXTRA BIG JOBS >... 





DOES THE 


JOBINHALF }) 
THE TIME 


and remember - a Corken 

Dry-Cylinder Compressor 

Can‘t put crankcase oil : 

into your product . . | eine eaiepaiineliae 


is still more than adequate. 


WRITE FOR NEW BULLETIN VE-100A 





THERE’S A CORKEN DISTRIBUTOR NEAR YOU... 


CORKEN’S 


iN C OR P OC R Ee 
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here's 9/1 !ths of the multilingual staff of Washam Gas Co., Taos, N. M.: Marcellino Suazo, 
Jack Hall, Horry Washam, Kathryn Washam, Tessie Gordon, Tony Perez, Jose Espinoza, 


Dail Bachtel, and Joe Valdez. 


You've got to overcome 


three language barriers 


to sell “Awpani’ in Taos! 


BUILT BY THE SPANIARDS some- 
where around 1615, Taos, N. M., 
was the third white settlement in 
the United States. It’s near a large 
Indian pueblo now known as the 
Taos Pueblo, and when that was 
founded, not even the Indians 
themselves can guess! Today, Taos 
is a town of some 3500 Indians, 
Spanish-Americans and Anglo- 
Americans. 

The town appears to consist of 
three groups which frequently do 
not see eye-to-eye. The business 
men want progress while the art- 
ists want the status quo. The In- 
dians just continue to follow their 
traditional ways, and usually hold 
the balance of power. But on one 
point, there is no serious disagree- 
ment; “Awpani” (the Indian word 
for LPG) makes life a lot more 
comfortable for everyone. And, 
even the artists agree that it does 
so without distracting from the 
esthetic values of Taos! 

Harry Washam, owner-manager 
of Washam Gas Co., has been sell- 
ing L. P. gas and appliances in 
Taos since 1945 and has found it 
a profitable business. The com- 
pany sells around 1 million gal. 
per year and does an excellent 
business in all kinds of gas appli- 
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ances, but particularly in space 
heaters. While he has competi- 
tion, Washam and his competitors 
see eye-to-eye on price and ser- 
vice, and their relations are excel- 
lent. However, selling and install- 
ing gas appliances in Taos does 
have a few special problems. 

One of the biggest is the lan- 
guage barrier. Washam must con- 
tend with Spanish and Indian, as 
well as occasional “Artist-ese!” 
He can get along well enough in 


“Artist-ese,” but speaks little or 
no Spanish or Indian. So, he nat- 
urally hired men who could speak 
these languages. 

Of his crew of eight, two are 
Indian, and two are Spanish. Juan 
Cordova, a Taos Indian and Jose 
Espinosa, a Spanish-American, 
have been with Washam since he 
started. He taught them the busi- 
ness from the ground up. Both 
are so able and competent that 
he believes they’d be a credit to 
any LPG business. 

Indians and Spanish-Americans 
have to be carefully instructed in 
the use and benefits of gas. In 
selling and instructing, Washam 
believes it’s very important to 
have men who can tell the buyer 
—in his own language—just what 
he needs to know. 

Many of the Indians use gas in 
their homes, but no gas whatever 
is used in the big communal pue- 
blos. There, the old way must re- 
main, say the tribe elders. 

One of Washam’s men, Marcel- 
lino Suazo, is a son of a member 
of the Taos Pueblo Council. Suazo 
explains that the elders prefer the 
methods of their forefathers, but 
admit that gas provides conveni- 
ence, and comfort. The older 
Spanish-Americans take much the 
same attitude. 

The younger people of both 
races, however, are forward-look- 
ing. While they value and respect 
the ways of their elders, they 
want the conveniences and com- 
forts of today, including those 
provided by L. P. gas. 


Most picturesque of 
the Taos LPG in- 
stallations is this old 
mission church, built 
in 1772. The three 
LPG heaters actu- 
ally detract much 
less from the home- 
ly beauty of the 
church than did the 
ancient pot-bellied 
stoves formerly used. 
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“* Awpani 


A fine example of younger gen- 
eration Indians is Tony Reyna, a 
Taos and a good customer of 
Washam’s. Reyna has an attrac- 
tive home and store built of adobe 
in the traditional Spanish style. 
However, it’s all-gas! LPG not 
only provides heating, cooking, 
hot water, and refrigeration, but 
also powers the electric light 
plant. 

Panel ray heaters and wall heat- 
ers—especially for older houses— 
are a surprisingly good business. 
A substantial proportion of the 
buildings in and around Taos are 
built of adobe brick. Many of 
these adobe walls are full 2 ft 
thick. To install a wall heater in 
an adobe house, one merely takes 
a prospector’s pick and chips a 4 
or 5 in. recess in the wall. 

A particularly interesting in- 
stallation is the old adobe mission 
church at Ranchos de Taos, some 
5 miles outside Taos. The church 
was built in 1772. Today, it re- 
mains—inside and out—almost ex- 
actly as it was when the Spanish 
fathers first built it. The only 
heat in the church came from big 
pot-bellied stoves, which were put 
in for the winter. They were never 
very satisfactory and detracted 
materially from the _ primitive 
beauty of the old mission. 

Washam took the job of putting 
in modern heating. He installed 
three Humphrey multi-directional 
heaters, one at the rear, and one 
at each side, near the front. They 
are tucked away just under the 
ceiling about 20 ft up. One must 
look very closely to see them at 
all and they are almost impossible 
to photograph. Yet, they provide 
comfortable warmth for the wor- 
shippers. LPG is supplied from a 
1000-gal. underground tank. The 
amount needed to heat the old 
building is surprisingly small, ac- 
cording to Washam. 

In addition to these picturesque 
customers, Washam Gas has a 
good share of the commercial load 
available in Taos. This includes 
laundry, cleaning plants, motels, 
etc. There is virtually no indus- 
try but Washam is confident that 
when new business comes along, 
he’ll sell his fair share of “Aw- 
pani.” & 
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Blackmer Pump passes toughest test 


When a customer asked us how well our pumps would wear, 

we had these facts to tell. In one of the toughest pumping tests ever 
devised, a 2-inch Blackmer pump was driven at top speed for 2000 
hours, running absolutely bone dry. Vane wear was detectable 

only with a micrometer . . . proof positive Blackmer 

pumps can take it. And, even when vanes do show wear after 

years of use, they are easily and inexpensively replaced. 

Aren't these a couple of good reasons why you should use 

Blackmer pumps? Write for Bulletin 500. 


a= "liquid materials handling’® equipment 


op LACKMER / liquefied gas pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 
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Developments Each Month =BUTANE-PROPANE 


by subscribing to 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
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Firm 


Seeseesconsessesssasesesssesesesssessesessessesessssad 


87 





Power is extracted trom @ smell quentity 

of high pressure ges. Uses only 1/20th or 1/10th 
es much gos os the bleeding method. Voper loss 
extremely low Trensiors wp te 24 gollons per 
minute in the held witheut denger 





35 SOUTH AVE. 


0. 
BRIDGEPORT 1, CONN. 
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The case of the 
gold-plated serviceman 


Sometimes he cost the company $135 
a week, and actually he was worth only $23.40. 


A BPN Exclusive 


Do YOU HAVE ANY $135-PER-WEEK 
servicemen on your payroll? 

One dealer did—and he didn’t 
even know it. He thought he was 
paying the man $1.80 per hour, 
which adds up to $79.20 for a 44- 
hour week. 

But then he began digging into 
costs, and sure enough, he found 
the man was costing him anywhere 
from $88.50 per week to $135. 
Truly, here was a gold-plated ser- 
viceman! 

But the man really wasn’t a 
very good serviceman. Oh, there 
were worse, but this fellow was 
addicted to making mistakes. Some 
weeks he made one or two. Other 
weeks, when he was feeling just a 
bit off his feed, the mistakes 
mounted—sometimes up to five or 
six. 

It was pretty irritating for his 
employer, and it wasn’t doing the 
company’s customer relations any 
good. People hate to have to call 
back a serviceman to correct an 
error. Even when he puts it right, 
they feel inconvenienced. They have 
a pretty good reason to grumble. 

Besides that, the man didn’t seem 
to be getting out his share of work. 
Too many callbacks. 

All this inefficiency must be cost- 


ing us money, the employer 
thought. Finally, one day, he got 
together with his bookkeeper and 
figured out just what it cost. 

He started with the hourly wage 
—$1.80. Now, how much time did 
an “average” callback take? This 
required some checking through 
work slips. He was rather sur- 
prised to learn that the average was 
three hours. If you’re going to 
give prompt service, and you'd 
better if you’re going to smooth a 
customer’s ruffled feathers, you 
must make a special trip. Maybe 
the customer is 25 miles out in the 
country. 

Yes, three hours was just about 
right. At $1.80 per hour, the labor 
cost for the average callback ran 
$5.40. 

You must have transportation to 
get back and forth to the job. The 
serviceman’s work slips showed 
the miles traveled, so the employer 
was able to compute the total trans- 
portation cost from a per-mile fig- 
ure. This worked out to $1.25. 

Now there almost always were 
small, “giveaway” parts involved 
in the job. He totaled these up, di- 
vided them by the number of call- 
backs, and found they averaged 
$1.35. 
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Gold-plated serviceman 





Anything else? Oh, yes, over- 
head. In this dealer’s operation, it 
runs to 24 per cent of the employ- 
ee’s wage. So he multiplied the 
$5.40 by 24 per cent, and arrived 
at an overhead cost per callback of 
$1.30. 

He added them all together: la- 
bor, $5.40; transportation, $1.25; 
giveaway cost, $1.35; and over- 
head, $1.30. Total, $9.30. That’s 
the actual cost of a callback. 

In his best weeks, when he made 
only one mistake, the employee was 
costing the company $79.20, his 
base salary, plus $9.30, or a total 
of $88.50. From there, costs rose 
as follows: 


mistakes 


mistakes 
mistakes 
mistakes 


The employer blinked. For what 
two of such employees might cost, 
in a bad week, he could hire a third 
—full time. 

He got to doodling with figures, 
and decided to calculate what the 
man was actually worth to the com- 
pany. Any time he spent rectifying 
a mistake, he was worthless, so each 
mistake should be deducted from 
his gross worth, or weekly wage. 
Since one mistake cost $9.30, each 
mistake would lessen his value by 
that amount. Thus, if he made 
just one, he was worth $79.20 less 
$9.30 or $69.90. As he committed 
additional ones, his value depreci- 
ated accordingly, as follows: 


Three more mistakes and he 
would have been worth less than 
nothing! 

The employer, shocked by this ex- 
ercise in arithmetic, decided to take 
steps to rectify the situation. He 
set up a six-part service policy: 

¢ First, he employed only the 
right kind of servicemen. This in- 
volved a great deal of care and at- 
tention in hiring, but it is already 
paying off. 

¢ Second, he is making it possi- 
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ble for his men to acquire every 
bit of service information and 
training possible. He has doubled 
up on the scheduling of manufac- 
turers’ service schools. He has es- 
tablished a service training man- 
ager and given him facilities for 
schooling the men. 

e Third, he has weeded out of 
his inventory those appliances that 
have proved to be troublemakers. 

¢ Fourth, he has insisted upon 
high standards of service work. To 
police it, he has set up a “service 
survey” program. After every ser- 
vice job is completed, he sends a 
postpaid double postcard to the 
customer asking a half-dozen ques- 
tions: 

“Was your request for service 
courteously handled by our office 
personnel?” 

“Was delivery made or service 
rendered when promised?” 

“Was service satisfactory?” 

“Was the serviceman neat in his 
appearance?” 

“Was he courteous?” 

“Was he careful not to soil walls, 
floors, etc.? Did he clean up any 
litter?” 

The man in charge of the train- 
ing program analyzes the cards and 
ferrets out any weak spots. Then 
he goes to work on them, either 
through personal attention or 
through his formal training pro- 
gram. 

¢ Fifth, he has seen to it that 
the service department is properly 
equipped. A serviceman cannot be 
efficient without efficient tools. 

¢ Sixth, he has begun to elimi- 
nate those employees who will not 
study, learn, or show an interest 
in their work, or are careless. 

In the end, he expects to cut ser- 
vice costs by 70 per cent! 


The story is true—only a few 
figures have been changed. It’s still 
too early to tell whether the em- 
ployer will achieve his 70 per cent 
cost reduction goal. But at any 
rate, what started out as a simple 
exercise in arithmetic has devel- 
oped into a full-scale overhauling 
of the company’s servicing policy. 

It’s an exercise that anyone can 
do. It might be just what you need 
to get yourself started on working 
out a cure for one of the big head- 
aches in this business — service 
costs. a 


Apert P. SkowronNeK—from pro- 
duction coordinator to manager of 
production of Superior Valve & Fit- 
tings Co., Pittsburgh. 


Auton W. Beck has been promoted 
from marketing vice president of Rob- 
ertshaw-Fulton (Richmond, Va.) to 
vice president of western operations 
in Anaheim, Calif. Included in this 
group are Grayson Controls Division 
at Long Beach and Western Research 
Center, also at Anaheim. ArtTuurR G. 
Baitz, now director of engineering 
planning, will become director of mar- 
keting. 


Robertshaw-Fulton 


ELMER R. BrapLey—from assistant 
genera] sales manager to general sales 
manager in charge of merchandising; 
Marcus A. MARKLEY—from assistant 
general sales manager to general sales 
manager of liquefied petroleum gas; 
both of Sun Oil Co., Philadelphia. 


Epwarp B. Maire—from general 
manager of Robertshaw-Fulton’s 
Mairco Division at Goshen, Indiana, 
to general manager. and assistant vice 
president of Robertshaw’s Bridgeport 
Thermostat Division at Milford, Conn. 
Maire was formerly president of 
Mairco, Inc., which was acquired by 
Robertshaw in 1959, becoming the 
company’s Mairco Division. 


Wi.u1aM B. Sumer, formerly with 
the Chrysler Corp., has been ap- 
pointed director of manufacturing ser- 
vices for Borg-Warner Corp. in Chi- 
cago. 





WASCOT 


the boiler 
that mounts on the wall 
ee» Out of the way 


MODEL 924 


AGA 


ASCOT GAS BOILER 
PUTS PROFIT BACK 
in HOT WATER HEATING 


Hydronic heat for the home? 
Hot water for a commercial job? 
. «+ then consider ASCOT 


Consider the space saving flexibility, low initial 
cost, one man installation, high efficiency and lack 
of maintenance 


Ascot is built and priced to bid even against budget 
warm air systems...and still build a profit for youl 


EASILY INSTALLED — light weight 
— one man can do the job. 
EFFICIENT — AGA rated, now 
available up to 120,000 BTU’s. 
FULLY AUTOMATIC — featuring 
BASO & PENN Controls. 

QUIET — Ribbon flame burner for 
quiet combustion. 

INSTANT HEAT — response at ra- 
diators within 30 seconds. 
ECONOMICAL — ASCOT cuts in- 
stallation costs and eliminates 


call backs. 
ASCOT is backed by 25 years of heater ex- 
perience in North America and Europe. 
Write for FREE literature 
= GAS WATER HEATERS, INC. 
222 W. Pittsburgh Ave., Milwaukee 4, Wis. 
SOUTHERN STATES: Southern Hester Co. 644 Baronne St.. New Orieans 
PACIFIC COAST: Equipco Sates, inc., 1238 N. W. Glisan St., Portland 
A Radiatio n th offices in 
Sydney, Montrea 


London and Milwaukee 
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Peo ple 


RoBertT E. WELLBORN, Anderson, 
Ind., has been elected to the board of 
directors of Reynolds Gas Regulator 
Co., Inc., of which he is now general 
plant manager. 


W. L. “LEN” FarMer, regional 
manager of the RegO division of Bas- 
tian-Blessing Co., Chicago, will now 
add supervisory responsibilities over 
the Kentucky area. Georce A. WorkK- 
MAN will be district sales manager for 
Kentucky, Michigan, Indiana and 
western Ohio. 


W. L. Former 


Bastian-Blessing Co. 


CHARLES E. HUGHES has been ap- 
pointed steel valve division sales rep- 
resentative for Kerotest Manufactur- 
ing Co. of Pittsburgh. His territory 
covers West Virginia, Ohio, Kentucky, 
and parts of Pennsylvania and IIli- 
nois. 


I. E. Kinn1AN—from New England 
division manager of Esso Standard, 
Eastern Region of Humble Oil and 
Refining Co., to sales manager at New 
York headquarters. ADEN P. WIL- 
LIAMS, JR., reseller sales manager, 
succeeds Killian. 


Pierce V. BURKE has been named 
to the new position of sales manager 
for Timken Silent Automatic Prod- 
ucts, division of Iron Fireman’s Heat- 
ing and Air Conditioning of Cleve- 
land. Burke had served with Carrier 
Corp. 


Larry N. SUMMERS, formerly with 
Berry Seed Co., Clarinda, Iowa, has 
been named assistant comptroller of 
the Uregas Co. at Moberly, Mo. 


L. N. Summers 


Uregas Co. 


Rosert L. Kipp, former president of 
Cities Service Oil Co., has been elected 
chairman of the board. J. EpGar 
Heston, former president of Arkan- 
sas Fuel Oil Corp. in Shreveport, La., 
has been elected president of Cities 
Service. 


ARLEN Restap—from district man- 
ager of Consumers GAService at Or- 
tonville, Minn., to district manager in 
Detroit Lakes, Minn. JoHN HANSON 
—from Minneapolis traffic department 
to district manager of Consumers 
GAService in Ortonville. 


John Hanson Arlen Restad 


Consumers GAService 


LUTHER A. PRILLAMAN and JOHN R. 
NEWMAN have been named manufac- 
turers’ representatives of Modien Man- 
ufacturing Co., Racine, Wis. Prilla- 
man will cover the Virginia area; 
Newman will cover the metropolitan 
Washington territory. 


Lewis E. Bowen—from vice presi- 
dent & general manager to president 
of The Harris Companies of Arkan- 
sas, Little Rock. He succeeds Lovis 
W. BULLOCK, who will remain on the 
board. These companies are made up 
of Butane Wholesale Gas Co., Harris 
Distributors, Inc., and the Harris- 
owned Zero Gas Co. of Arkansas. 
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Advice from an ad executive: Let's 
have more sales-minded conventions 


LESLIE S. HAUGER 


RIGHT NOW many LPG men are 
planning programs for state, re- 
gional and national conventions to 
be held throughout the remainder 
of the year. Will these programs 
follow the same pattern as in the 
past? If they do there won’t be 
many hours devoted to sales, ad- 
vertising and sales promotion. 

In looking over convention agen- 
da for the past few years, espe- 
cially on the state and regional 
level, I find very little if any time 
devoted to subjects on selling. Why? 

Naturally it is important for the 
marketer to know how to keep 
records and how to make instal- 
lations of L.P. gas equipment. A 
good collection system is a neces- 
sity, and credit know-how can keep 
a distributor from going broke. 
But all the records, engineers, col- 
lectors and credit managers aren’t 
worth a dime unless someone is 
doing something about making the 
cash register ring. 

It is true that the L.P. gas busi- 
ness has had no real sales problems 
until recently. For many years it 
was easy to get into the business. 
The marketer’s big problem was 
getting enough product to supply 
the demand. Today things are dif- 
ferent. 

The electric utilities have wired 
everything from hen houses to 
factories. The natural gas com- 
panies are laying lines to towns 
that only dreamed of natural gas 
a few years ago. The post-war de- 
mand for appliances inspired every 
Tom, Dick and Harry to get into 
the appliance business. Today com- 
petition is a word well known 
among everyone connected with the 
L.P. gas business. 


Mr. Hauger is vice president of Watts, 
Payne-Advertising, Inc., Tulsa, Okla., an 
agency which handles several major LPG 
accounts. 
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In spite of competition, LPG 
consumption grows so fast pro- 
ducers are having a hard time 
keeping up with demand. Last win- 
ter most storages were emptied, 
and even the boys who were crying 
about business the first of Decem- 
ber were complaining about over- 
work from too much business when 
spring came along. Yes, it is a 
peculiar business. 

Well, peculiar or not, it is an 
interesting and challenging one. 
But it must wake up sales-wise. 

The majority of marketers are 
pretty smart operators, They have 
technical know-how, they keep up 
with innovations, and they provide 
outstanding service for their cus- 
tomers. But a great many are still 
trying to run a highly competitive 
business as if competition didn’t 
exist. 

The L.P. gas business is about 
where the natural gas business was 
15 cr 20 years ago. At that time 
families and industry were anxious 
to get natural gas. Gas utilities had 
no trouble getting customers. Even 
then they did use a few salesmen. 
and would run a few “institutional” 
ads in the newspaper, but that’s 
about all. 

The electric utilities made the 
gas men wake up. As new housing 
developments began to spring up 
featuring homes with electric ap- 
pliances, the gas companies real- 
ized they had fallen down on their 
selling job. Today gas utilities and 
the AGA are doing outstanding 
promotional jobs to increase the 
sale of gas appliances, and—con- 
sequently—more gas. 

Now is the time for the L. P. gas 
business to take a page from the 
gas utility book and start to step 
up creative selling and promotion 
at the consumer level. 

Now back to LPG conventions. 

In every area of the country 
there are L. P. gas men who are do- 
ing a wonderful job of advertising 
and selling. Why aren’t these men 


invited to participate in convention 
programs? Why can’t every con- 
vention have an entire morning or 
afternoon devoted to nothing but 
sales, advertising, sales promotion 
and merchandising? 

Here are a few ideas for such 
a session: 


1. Panel consisting of success- 
ful advertisers in the LPG 
business discussing how to 
use newspapers, radio, tele- 
vision, outdoor and direct 
mail advertising. 

2. Talk by outstanding sales- 
men of gas appliances ex- 
plaining how to sell ranges, 
dryers, water heaters, etc. 

3. Discussion by good heating 
equipment salesmen telling 
the best ways to sell heating 
equipment. (Air-condition- 
ing, too.) 

. Success story by an engine 
conversion salesman who 
has made an outstanding 
record in the area. 

Of course this could go on and 
on. A clever program chairman 
could arrange for special stunts 
such as a playlet showing how to, 
and how not to, sell gas appliances. 
How about having an exhibit of 
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SITUATIONS WANTED 


FOR SALE—TRUCKS-TRAILERS—Cont. 


FOR SALE—MISC.—Cont. 





SOUTHEASTERN SALES REPRESENTA 
TIVE having broad gas, appliance and equip 
ment experience in sales and management, 10 
years retail, 3 years wholesale capital equip- 
ment, industrial combustion experience, see ing 
sales or management § connection Graduate 
marketing and law education, age 38, married, 
own Atlanta home. Reply Box 5, BUTANE 
PROPANE News, 198 So, Alvarado St., Los 
Angeles 57, Calif 





HELP WANTED 


EXPERIENCED SALESMAN IN ALL 
PHASES of Propane gas business. Base sal- 
ary, os commission and transportation fur 
nishe McMinnville Gas Co., McMinnville, 
Oregon. Phone 10595 








LP-GAS SALESMAN (Retail & Wholesale). 
Must have complete selling knowledge of LP- 
Gas Appliances and Carburetion. *ermanent 
panes for aggressive “Go-Getter.” Solar-Gas 
ne., 124 Fulton Street, Princeton, Wisconsin. 








BUSINESS OPPORTUNITIES WANTED 





END SOARING 


LPG DELIVERY COSTS! 


Why lease when you can own for 
less? Think of it! You can have o 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they last 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments. Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 
382-5416 


Denton, Texas 





DECALS + FOR TRUCKS, EQUIP- 
MENT. ren Catal ae ft free. 
Mathews ry; 1807 S. , Oak Park, II. 





FOR SALE_-ASSORTED QUANTITY OF 

”- an Brass Flare Fittings. Write 
oe. Gas and Fuel, P. O. Box 1553, Nas- 
sau, Bahamas. 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write ie de- 
scriptive pamphlet. Eureka uipment Com- 
pany, P.O. Box 396, Beloit, isconsin. 





BAKER ALCOHOL PUMPS, the answer to 
your Moisture Problem. Injects alcohol into 
propane cylinders. Saves changing regulators 
moving tanks. Pays for itself in a jiffy. Sen 
$59.95 for pump complete with fittings. Baker 
Engineering, Malone, New York. 








WILL PURCHASE GOING 
LP GAS BUSINESS 
Retail or Wholesale. Southeastern or Mid- 
western states “tapaees by responsible party. 
Send details to 
BOX 3, BUTANE-PROPANE News 
196 Se. Alvarade St., Los Angeles, Calif. 














BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum p rties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 





LP-GAS AND APPLIANCE BUSINESS for 
sale. 1961 sales in excess of $400,000.00, Two 
twin tank bulk trucks, ten cylinder and service 
trucks, two — transmitters and eight mobile 
radios, avera condition. Balanced load in 
prosperous tobs cco belt, Southeastern coastal 
area. Price $75,000.00. Write Box 6, BU- 
TANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





FOR SALE — TRUCKS - TRAILERS 





USED a ee DELIVERY TRUCKS. 
1200 to SF ee Gaenty 2, pee and 


being re Pe 
wits Pace Bhan , Be 


troleum 
apolis 16, Minnesota. 





USED TRANSPORT SALE—The following 
used propane transports are available on “First 


come——first served” hasis—all 
good buys 
7342 W G Single Barrel 250% PSI—$6750 
6592 W G Single Barrel 250% PSI—$6750 
W G Twin Barrel 250% PSI—$3750 
W G Twin Barrel 2 PSI—$3500. 
W G Twin Barrel oe | PSI—$3500 
Write, wire, phone Trinity teel Company 
Inc., 4001 Irving Blvd., Dallas 7, Texas. Phone 
FL-7-3961. 


exceptionally 


92 


TRADE WITH A TRADER 
30 DAY SPECIAL 


1961 Chev. #C-6303, 2 speed, 
825 x 20, 10 ply rear tires, HD 
springs, PIPED COMPLETE with 
1800 gal. TWIN or SINGLE Propane 
Truck Tank . . latest ASME Code. . 
DeLuxe rear cabinet, Packaged 
Plumbing, Viking pump, Neptune 
Print Meter, 20 Ib Fire ext., lights, 
filler & vapor hoses, remote controls 
to rear, white enamel, FED. TAX 
PAID . . ONLY . . $6,366.00 Cash or 
$636.00 Down and 36 payments of 
$187.83 including interest. 2000 gal. 
$372.00 more. WE TRADE. 4 Mod. 
els in 1400 to 2600 gal. TWIN or 
SINGLE. GMC’s . . FORD’s . . INTER- 
NATIONAL's at FLEET PRICES. 


Call—PRESTON GRACE 
WHITE RIVER DISTRIBUTORS 


Ph. Ri 3-2374—BATESVILLE, ARK. 
Several GOOD Used Units Too. 








SERVEL GAS REFRIGERATORS 


With cross top freezers — late 
model, blue glass freezer door. 
Used, excellent condition, guaran- 
teed in good operating order. 


Low delivery cost. Special price 
for half or full trailer loads. Other 
models in stock. Send for photos 
and details. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, W. Y. 
Phone: FLushing 17-6161 




















WANTED—MISCELLANEOUS 





WANTED TO BUY: USED 100 to 1000 
gallon propane bulk tanks in or near Central 
indiana area. State number of tanks, age 
and price. Write—Westfield Gas Company, 
Westfield, Indiana. 





FOR SALE—MISCELLANEOUS 


DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect _ROS- $429. 





WANTED TO BUY: LATE MODEL 2” 
Neptune Print Meter without Compensators 
North Texas Tank Co., P. O. Box 1219, Den- 
ton, Texas. 











SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Clean—Gucranteed—Low Cost Shipping 


PRED A. ee COMPANY 
umberland St., Phila. 33, Pa. 


w. ¢ 
Est’d i918 Call Collect RE 9-1130 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and /astetted 
PEACOCK CORPORATION 
Box 268, Westfield, N. J 
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PROFESSIONAL SERV.—<Cont. 





a YOUR PROFITS BY APPLY- 
ING and Financial controls 


aw for oar. 
Evaluations, Eau pment sevisions. a 


Hstarement Consens, a1 Crofton Ave, Ave., 








APCO Standby - Peak Shaving 
Mixers and Plants 
Sofe ek nae 
Design - ‘Engincering - Construction 
APPLIED ENGINEERING COMPANY 
Orangebarg, $. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Maye gy oe Coverage for Ade 
quate Limits of Liability at Reasonable and 

Normal Rates with Specialized Safety = 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi. 
Oklahoma, Tennessee and 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Goemmage, President 








P. ©. Box 1662 Houston, Texas 








BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 100 sets (3 part) in00 nee yr nv 


address and te’ 18.00 
EGREF DAY Svs. 





dvise make of meter. 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with perce price 
cards, custemer reminder Eze-Stik labels, tele 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, - ?_~4 
minium ticket holders, Sort-O-Matic Rack, 

Write us for details, no obligation. DEGREE 


DAY SYSTEMS. BP., WOODSIDE 
77, NEW YORK. 











The KNOW-HOW 
BOOK for LPG 


The Bottled Gas Manual has been 
accepted by many companies as 
the quickest way to acquaint new 
sales and service men with typical 
bottle gas problems. This 352 
page (24 chapter) text book brings 
practical “working” facts to your 
entire staff in non-technical lan- 
guage. Nearly 10,0 copies in 
use. 


$4.00 per copy 
We pey pottege on orders accompanied 


by check or money order. in Colifornie 
odd 4%, for soles fez. 


Butane-Propane News 
198 $. Alvarado Street, Los Angeles 
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Associations 


retail advertising, with an adver- 
tising man to point out good and 
bad points? Delegates might bring 
samples of successful promotions, 
with awards being given for the 
best promotions of the year. 

After watching a stimulating 
sales promotion program, delegates 
would go home inspired to do a 
better job of selling. Such a pro- 
gram would put some positive 
thinking into their minds, and not 
leave them worrying about the 
many problems of the industry 
which are usually discussed at 
so many conventions. 

The talent for a sales program 
is readily available if the program 
chairman will search it out. Every 
state has outstanding L.P. gas com- 
panies who would furnish speakers. 
The larger natural gas companies 
can furnish sales managers, ad- 
vertising men, and home service 
girls who would be happy to take 
a spot on a program. If money is 
available, national sales experts 
could be brought to the convention 
city as featured luncheon or dinner 
speakers. 

The important thing is for LPG 
conventions to make selling an im- 
portant part of the program. One 
thing is certain: “the dealers,” as 
expressed at the BPN Sales 
Roundtable (May, 1960), “... must 
realize more than ever before that 
a sales effort is needed to make 
the ‘sixties’ really ‘golden.’ ” 


Arkansas LPGA secretary 
resigns position 


Ed Dozier, former executive sec- 
retary of the Arkansas LP-gas 
Assn., and long active in the lique- 
fied gas field, has been named ad- 
vertising director for the Arkansas 
Recorder. The Recorder, a weekly 
publication owned mainly by Gov. 
Orval E. Faubus, is Arkansas’ only 
weekly governmental periodical. 
Dozier’s office in Little Rock will 
handle practically all the adver- 
tising. 


Northeast LPGA convention 
to be held in February 


The 7th annual Northeast LPGA 
convention is being held February 
6, 7, and 8, at the Sheraton Park 
in Washington, D. C. The main 
speakers will be S. F. Wikstrom, 
director of American Gas Assn.’s 
$8 million PAR plan; Alfred P. 
Dodge, executive vice president at 
Goldberg - Tiller Corp., leading 
wholesale appliance dealer in Rich- 


mond, Va.; R. J. Munzer, president 
of LPGA; and L. A. Brand, vice 
president of Empire Stove Co., at 
Belleville, Ill. 

A trade show will be held in 
conjunction with the meeting. A 
banquet and entertainment will con- 
clude the convention’s program. 


Maytag Co. head elected 
to American Home Laundry 


Claire G. Ely, vice president of 
marketing, The Maytag Co., has 
been elected board chairman of the 
American Home Laundry Manvufac- 
turers’ Assn. for 1961. Fred H. 
Holt, General Electric Co., was 
elected vice chairman of the board, 
and Mason Smith, Whirlpool Corp., 
was elected treasurer. The associa- 
tion is composed of 20 manufac- 
turers who account for nearly 100 
per cent of the U. S. production of 
home laundry appliances. 


Eleven manufacturers join 
GAMA; total now 576 


Gas Appliance Manufacturers 
Assn. has elected 11 companies to 
membership, bringing the total en- 
rollment to 576 firms. These firms 
collectively produce 95 per cent of 
all household commercial and in- 
dustrial gas equipment made in 
U. S. today. 

The new members are: Capitol 
Mfg. Co. of Columbus, Ohio; Driam 
Corp. of Manitowoc, Wis.; Ducane 
Heating Corp. of Totowa, N. J.; 
Glo-Fire, Ine. of Elsinore, Calif.; 
Joslyn Mfg. & Supply Co. of Chi- 
cago; La Mere Industries, Inc. of 
Walworth, Wis.; Meynell Mfg. Co. 
of Erie, Pa.; Mt. Hawley Mfg. Co. 
of Peoria, Ill.; Ronan & Kunzl, Inc. 
of Marshall, Mich. ; Vector Engi- 
neering Contractors, Inc. of Dal- 
las, Tex.; and E. H. Wachs Co. of 
Chicago. 


LPGA convention to hear 
Frank Porter, API head 


In what may well be one more 
step toward getting full recognition 
of the L. P. gas segment of the 
petroleum industry by the produc- 
ers, Mr. Frank Porter, API head, 
will address the next LPGA na- 
tional convention. 

Porter, perennial president of 
the American Petroleum Institute, 
will be a featured speaker at the 
session on May 1 in Chicago, LPGA 
has announced. 











CALENDAR 


February 2-3—LPGA Board of Directors 
meeting—Mark Hopkins Hotel, Son 
Francisco, Calif. 

February 6-8—Northeast LPGA Con- 
vention and Trade Show—Sheraton 
Park Hotel, Washington, D. C. 

February 13-14—Mid-Pacific Gas Mer 
chandising Conference—Hawaiian Vil- 
lage Hotel, Honolulu, Howaii. 

February 13-16—American Society of 
Heating, Refrigerating and Air Con 
ditioning Engineers, Inc. Semi Annual 
Meeting and Exposition—Chicago, Ill. 

February 22-24—Eastern Canada LPGA 
Trade Show and Convention—Queen 
Elizabeth Hotel, Montreal, Quebec. 

February 22-24—The Material Handling 
institute Pacific Coast Show, Sixth 
Annual Materials Handling and Pack- 
aging Conference—Cow Palace, San 
Francisco, Cal. 

February 24—NGAA South Louisiana 
Regional Meeting—Lofayette Petro- 
leum Club, Lafayette, La. 

February 25—West Virginia LPGA Meet- 
ing—Mont Chateau 
W. Va. 

February 26-March | — Petrochemical 
and Refining Exposition—Municipal 
Auditorium, New Orleans, La. 

March 5-7—Indiana LPGA Trade Show 
and Convention—Claypoo! Hotel, !n- 
dianapolis, Ind. 

March 7-9—LPGA Technical & Stond- 
ards Committee Meetings—Roya! Or- 
leans Hotel, New Orleons, La. 

March 15-17—NGAA 40th Annual Con- 
vention —The Baker and Adolphus 
Hotels, Dallas, Texas. 

March 20-22—LPGA Southeastern Dis- 
trict Convention and Trade Exhibit— 
Biltmore Hotel, Atlanta, Ga. 

April 13-15—Gos Appliance Manufac- 
turers Association Annual Meeting— 
Boca Raton Hotel, Boca Raton, Fla. 

April 13-15—Western Liquid Gas As- 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. 

April 16-17—Kansas LPGA Convention 
—Allis Hotel, Wichita, Kon. 

April 16-18—American Home Laundry 
Appliance Manufacturer's Association 
Convention—Boca Raton Hotel and 
Club, Boca Raton, Fla. 

April 16-18—Ohio LPGA Annual Con- 
vention and Trade Show—Shercton 
Gibson Hotel, Cincinnati, Ohio. 

April 17-18—South Dakota LPGA Con- 
vention and Trade Show—Sheraton- 
Cataract Hotel, Sioux Falls, So. Dak. 

April 23-25—Mississippi L. P. Gas Deal- 
ers Association Annual Convention— 
Edgewater Gulf Hotel, Edgewater 
Park, Miss. 

April 28—NGAA Oklahoma Regional 
Meeting—Lake Murray Lodge, Ard- 
more, Okla. 

April 30-May 3—National LPGA Con- 
vention and Trade Show—Conrad Hil- 
ton Hotel, Chicago, il. 


Morgantown 








ADVERTISERS 


This advertisers’ index is oo 
the advertising contract. eare 
allowance will be made for errors or failure to insert. 


American Machine & Foundry Co., 
The J. B. Beaird Co., Subs.... 

*American Meter Co., 

Anchor Petroleum Co. 

Anco Mfg. & Supply Co......... 

Arkla Air Conditioning Corp. 

Ascot Gas Water Heaters, Inc.... 


Base, Inc. AME DE 

*Bastian-Blessing Co., Inc......... 

Beaird, The J. B. Co., Inc., Subs., 
American Machine & Foundry 
Co. ; 

Beam Products Mfg. Co. 

*Bendix Corp. 

Zenith Carburetor Div. ........ 
Bettcher Mfg. Co.—Panebloc Div. 
Blackmer Pump Co. 

Blue, John, Co. 
Brown Stove Co. 
Bryant Mfg. Co. 
Burroughs Corp. 


Century Gas Equipment 
Marvel Schebler Prods. Div. 
Borg Warner Corp. 

Cherokee Steel, Inc. 

Chevrolet Motor Div. 

General Motors Corp. 

*Cities Service Oil Co. 

Coleman Co., Inc. 

*Corken's Inc. 

Cylinders, Inc. 


Day & Night Mfg. Co. 
Dixon Valve & Coupling Co. 


Ellis Manifold Co. 
Empire Stove Co. 


Firestone Tire & Rubber Co. 
*Fisher Governor Co. 
Ford Motor Co. 


General Controls Corp. 


General Motors Corp. 
Chevrolet Motor Div. ... 


Grove Valve & Regulator Co.... 


Hamilton Manufacturing Co..... 
Hannay & Sons, Inc, Clifford B... 
Hardwick Stove Co. 
Heil-Quaker Corp. .. 
Hidy-Brown Recorder Co. ........ 
*Hones, Chas. A., Inc. 


Janitrol Heating & Air Cond. Div. 
Midland-Ross Corp. ......... 41, 42 

J & S Carburetor Co. . 73 

Johnson Machine Shop .......... 74 


Lubbock Machine & Supply Co., 
Third Cover 


*These 
inf. 


ormation on their products in the 
1961 Butane-Propane Catalog. 


as a convenience and not as part of 


will be taken to index correctly. No 


Master Tonk & Welding Co. 25 
Mid-American Pipeline Co....... — 
Midland-Ross Corp.. 
Janitrol Heating & Air Cond. 
Div. . ap ee .. 4h, 
Minneapolis-Honeywell Regulator 
Co. Seg DUP es 
Mississippi Tank Co. ... 
Michell, John E. Co. .. a 
Motorola Comm. & Electronics, Inc. 


*Neptune Meter Co. 
*North Texas Tank Co. 


Panelbloc Div., Betcher Mfg. Co. 82 
Parkhill-Wade .. 74 
*Pasley Mfg. & Dist. Co. .......- —_ 
Phillips Petroleum Co. _ 
Powell Co., Wm. ...:..00505 eee 2 
*Pressed Steel Tank Co.. Second Cover 


Radiator Specialty Co. sae 
Ransome Torch & Burner Co. _— 
Romer Mig. Cer cues cecccrtene vam 
Richardson Gasoline Co., Sid. ... 
Ridge Tool Co. ee 
Robertshaw-Fulton Controls Co. 
Thermostat Division 
Rochester Gauges, Inc. 
*Rockwell Mfg. Co. 
Gas Products Div. ... 


Samuel Stamping & Enameling 
Co. a 

Shell Oil Company Yona 

*Sinclair Oil & Gas Co. 

Skelly Oil Co. te 

*Smith Precision Products Co. 

*Sprague Meter Co. 

Squibb-Taylor, Inc. 


Tae Mes 5 ah ia 
Texaco, Inc. 83 
*Trinity Steel Co. re ae 
Tuloma Gas Products Co... 

Front Cover 


Union-Texas Natural Gas Corp. .. 80 
United Petroleum Gas Co. ...... _- 
United States Steel Corp. ....... _ 

Columbio-Geneva Steel 

Tennessee Coal & Iron 

United States Steel Supply 

United States Stee! Export Co. 


*Viking Pump Co. . 


*Warren Petroleum Corp. .. 


*Zenith Carburetor Div. 
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PRESSURE Gea 


LUBBOCK TRANSPORTS MEAN 
TOP PATLOADS 22 


transport tanks for hauling LP Gas, and transport tanks for gasoline and other 
petroleum products. Lubbock engineering and experience provides you with the right 
answer. For example, the T-1 steel propane semi-trailer shown has an 11,000 water 


gallon capacity, made possible by Lubbock engineering and design. 


Shown at left is the Lubbock “Streamliner,” 
an aluminum transport with four compartments. 
Mounted on a tractor weighing 13,500 Ibs. the 
“Streamliner” will roll with a payload in excess 
of 50,000 Ibs. in states permitting 72,000 Ibs. 
gross loading. 


Low Mileage Cost 


UY XOXATG| MACHINE & SUPPLY CO, Inc. 





TWO GREAT NAMES! 


In the past twenty years, the name of Anchor has become well known 
for the personnel it’s developed to take care of your needs. And now, 
as a further step in that development, Anchor teams up with the 
Mobil Oil Company to insure the continuity of the high quality 
of its service. In the years to come, you can continue to depend on the 
Anchor Petroleum Division of the Mobil Oil Company, 
located at Tulsa, Oklahoma, for the same fine business policies and personal 

attention that mean service at its best. 


[Mobil MOBIL OIL COMPANY 


A Division of Socony Mobil Oil Company, Inc. 











